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Smart Girl... 


(she clipped the coupon) 
Smart Buy... 
oP Oh “> tn 
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Smart Looking... 


most exciting adding 
machine in America ! 


GENERAL 


ADDING MACHINE 
FULLY-ELECTRIC 


Adds and subtracts up to $999,999.99 


The General-Gilbert Corp. 
150 Broadway, New York 38, N. Y. 


YES, please send full details on the 
new GENERAL "400" Series Adding Machines. 


Name istienas 








Street Address_ 





ee ieee State. 


Signature_ FOES OS Bib e aoaensatis 


I’m inquiring as a Dealer [) User [] 


| Subtracts 


Multiplies 
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One regular 3/4 ounce 
Size bottle of 


Jet, Black India 
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Gray, Flat B 
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Present this FREE GIFT COUPON at your fay 
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International Paper announces 
dazzling new SPRINGHILL, BOND 


Amazing new bond paper is actually whiter than surgical 
cotton—yet costs no more than “off-white” bonds! 


BOUT A YEAR AGO, a brilliant new bond 
A paper started rolling off a machine 
at International Paper’s Mobile mill. 

It was extraordinarily white. Countless 
tests by a famous research laboratory 
proved that it was measurably whiter 
than surgical cotton, salt, even chalk! 


Extremely printable 


Springhill Bond is more than just white. 
It’s level and uniform, too. And crisp. Just 
try to pick up a sheet without making a 
crackling noise! 

We insure excellent printing results by 


cutting a sample ream trom every reel 
and having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing. 

Compare Springhill Bond for white- 
ness, for finish, for opacity, for “crackle.” 
We think you'll agree, you just can’t offer 
your customers a finer unwatermarked 
bond. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
full range of stock sizes and weights. The 
Springhill line is also available in Dupli- 
cator and Ledger papers. 


Look for this attractive new design. Handy 
“zip” openers on 81/2 x 11 reams. All cartos 
polyethylene-lined to control humidity. 


INTERNATIONAL PAPER 220 cast 42nd Street, New York 17, N.Y. 
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Nits been said, “To look is one 
hing. To see what you look at is 
ther. To /earn from what you see 
“sill something else. And to act on 
you learn is all that really 
tters.”” 
) We have evidence that you do act 
what you learn in these pages. 


The high volume of inquiries we 


adle through the “Tell Me More” 
ice proves that you appreciate this 
avenient method of finding out 
pre about products mentioned in the 
pazine. 
|Your response to other material 
§ been equally gratifying. The 
people we write about have told of 
Meceiving cross-country phone calls 


and many letters from other dealers. 


typical letter from a manufacturer 


sking reprints says, “We feel every 


lone of our men calling on dealers 
should have a copy of the article.” 


Because you frequently send in 


comments on a subject we cover 
P editorially, we are making space for a 
/new department of letters from read- 


ets. We've been talking to you for 
some time in this ‘Dear Reader” 
column. Now you can talk back in our 
“Lines and Letters’ column, appear- 
ing for the first time on page 81. 

This issue also brings you detailed 
stories on two methods of paying out- 
side salesmen (page 22), a few im- 
portant guides for evaluating new 
items (page 26) and the story of one 
dealer's use of mechanized accounting 
equipment to provide a new service 
for customers (page 28). 

On other pages you wili find re- 
ports of the coming Convention-Ex- 
hibit of the Wholesale Stationers’ 
Assn. and of the first of six NSOEA 
sales management seminars. 
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COVER PHOTO: Machine operator pulls 
card from wheel-type file at Gregory 
& Leonard where the stationer keeps 
track of customer inventories. See page 
28. 
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PEOPLE INTO YOUR STORE! 


5 Multi-Color Ball Point Pens 

— including pen that writes GOLD! 
One writes red, one green, 

one blue, one black — 

plus 15 Visible View 

Ink Cartridges! 

All 20 Free Gifts with 


ADDIATOR 
ARITHMA 


Pocket Size. Adds, subtracts 
up to 1,000,000. Sturdy | 
Aluminum. Complete with 
stylus and handsome 
carrying case. 



















A portable efficiency kit — 

for any businessman! Comes — 
urious imported cowhide leather note- 
2 k case . . . memo pad attached. 
vomputes up to 1 billion! Combina- 
tion stylus and propelling pencil. 


Now—new low retail price $9.95. 








~ 2 : Automati 
Credit Balan Wi ae 
Carrying ¢ “y" indow! 


Available also in 10” mod 


















NOW—CASH IN ON THE BIGGEST PROMOTIONAL PUS} 
THAT EVER PUT A PROFIT- 






THESE SENSATIONAL OFFERS SEND 




















Retail Price $3.98. 


“model $9.95 - 









DOLLAR IN YOUR POCKE 


Giant Saturation Advert 
Campaign . . . Tremendous Pp. 
mium Offers on National Ty 
Radio, Newspapers, Magazine, 
. . . Ad Budgets Bigger Than 
Famous Pen Companics . . . All 
TO PUSH 


Addiator 


World’s Fastest Selling 
Precision Adding Machine 


Sensation of the Industry! Individuy 
stationery stores have sold hundreds 
dollars worth of ADDIATORS again 
again—breaking all known Sales 
for similar merchandise. Stationers 
where are rushing to stock—and reg 
ADDIATOR—and no wonder! In jug 
months, stationery departments of indj 
dual stores have sold up to $40,000 work 
of ADDIATORS. 


ADDIATOR BREAKS SALES RECORDS 
EVERYWHERE — OUTSELLS TOP BAIL. 


Ee 
—— 


ARITHMA 


































POINT PENS, STATIONERY — EVEN for The 
: GREETING CARD LINES Your Ow 
RICES SLASHED ON Pocket-size, fast, silent—this West German Desk Mo 
2 POPULAR All Metal Precision Instrument gives 4 Adding | 
lifetime _of trouble-free service. Sells on 
ADDIATOR MODELS! Sight! Simple, easy to operate ADDIATOR 9" 3° & 
quickly checks bank statements, bills, in (u’never 
de come tax, expense accounts—and neve wad again. 
ADDIATOR DUPLEX 5 makes a mistake! Used in over 93 a paiorm alt 
—S— tries by Businessmen, Accountants, Sales. RESTO's. 
auneeer ee, men, Engineers, Housewives, Students! mputer t} 
. ° ’ adie 
Palm-size in ’ —_ “a you think ADDIATOR broke re. }—— 
SS. | ords last year—watch sales skyrocket when 
aere gumncants f FREE! om giant Advertising Campaign rolls int PRON 
in seconds. ” ugh gear! Don’t 
Matching stylus 5 Deluxe Brew ne : ne 
attached. Multi-Color Ball Poin —_ Big Ads—Up to Full Pages In Every —~w 
Handsome ites green, one red, one nea Important Metropolitan Newspaper; by. off 
leather carrying ee 1 Plus 15 Brass Ink Cartridges with . . paper; tions, { 
a ; one GOLD! iTHMA DELUXE 1,000 TV and Radio Stations Coast deman¢ 
Now—new low retail price $7.95. ADDIATOR ARIT long-lasting Ger- to Coast poe: 
* ize. Bea ’ 4 . . Tr 
pieongg Soe Adds, subtracts to 1,000,000. Intensive SPOT TV Featuring a famou §| — 
ee ne with stylus and imported oSs.95 sportscaster in the most exciting, eye-open 
cowhide carrying case. Retail Price >9- ing and SALES-MAKING Commercials 
dt sc ag you've ever seen—will drive customers in * 
volutionary New Computing ree to your store! - 
Instrument! ADDIATOR SLIDE RULE . . 
On one side—World's Finest Side SS “PLUS, SELF-SELLING DISPLAYS Whi 
lightning-fast nceetell. Gives (3 / STREAMERS 
Proportions, comes ee of ; fy Py 
we a multiplication, y= mag i 4 ~ A Complete Prestige Quality line priced 
incindes 4, C pnstadt rule Ey =§ ia i j from $3.98 to $19.95. 
rig Log Scales for || " 7 et 
ADDIATOR EXE pinpoint accuracy ek snd / j * German Import * Precision Made 
CUTIVE Smallest Adding MYcr* * Pocket Sized %* Bargain Priced 
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AND HERE’S -THE 
NEWEST MONEY MAKING 


el... $18.95 


























SUPREME 
Bis Brother ADDIATOR PEERLESS ADDIATOR SUPRE 
— Perfect for traveling |X hethid. stand, lets, YOU ADDITION TO THE 
and office use. In life- on-ski med 
i t) 5, sub- d and subtract w! ) 
time brass, Add ton hand free, Extra oii ADDIATOR LINE He 
r leather over- feature: Automa ~< 
Laporte, spook case. Balance Window" a. ADDIPRESTO! a 
i i ee) r 
a Combination stylus-pencil. ) a 
Retail Price $14.95. | Retail Price $19.95. r 
a 





JOBBERS! WRITE FOR FREE CATALOG SHEETS! 







JUST IMPORTED 


FROM ITALY! 


DES 
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for The First Time— 
Your Own Personal 
Desk Model Automatic 
Adding Machine! 


Yow you can keep ADDIPRESTO 
s your desk at home or office 
oi never add anything in your 
vad again. In SECONDS “ie” 
xfform almost any adding chore. 
\o more costly mistakes. ADDI- 
RESTO’s spinning wheels and 
mputer type mechanism does the 
guring’ automatically! 





PROVEN IN USE 


Don't confuse this desk- 
model office-type adding 
machine with pocket add- 
ers. ADDIPRESTO is used 
by offices, stores, institu- 
tions, for adding jobs that 
demand true speed and ac- 
curacy. Used by giant cor- 
| porations, Saves time, saves 
| mental work, saves money. 
A real adding machine. 








Don't Get Caught Short! 
Stock Up Now 
While Supply Lasts! 





WARNING! 


Don’t confuse ADDIATOR 
with any other so-called 
“Pocket adding machines” 
that jam, stick, make cost- 
ly mistakes. No competi- 
tive manufacturer any- 
where in the world has 
ever produced a pocket 
adding machine that on 


Seriously compare with 
SHATOR The fact that 
than 4% _ million 


ADDIATORS are already 
in use all over the world 
is PROOF POSITIVE OF 
ADDIATOR’S overwhelm- 
ing superiority of work- 
Manship, materials, per 
formance. And only ADDI- 
ATOR is backed by such 
ge scale and consistent 
ever-growing advertis- 
ing. Stock the finest—the 
Original ADDIATOR. 


ee 























WORLD'S FIRST 
PERSONAL SIZE 
ADDING MACHINE 


AMAZING LITTLE MACHINE WITH SPINNING WHEELS AND TRIP 


MECHANISM ADDS UP TO 9,999,999 


Here for the first time is a real 
desk-type adding machine that 
works on the same scientific prin- 
ciple as electric office computing 


machines . . ut without elec- 
tricity! It adds up bank state- 
ments, sales slips, inventories, 
expense accounts, super-market 


tapes, budgets, any adding job you 
. within seconds of even 
office adding machines! 
And then, this amazing machine 
clears itself with just a flick of 
your finger on the clearing bar. 
Yes! Instantly all the wheels inside 


spin back to normal — 7 zeros 
flash into the easy-to-read answer 
windows—and it is ready for the 
next time saving, money saving 
adding job! 

End Mental Adding— 

Forever! 
No more adding figures in your 


head scribbling numbers on 
paper making mistakes that 
cost you time . . . and cost you 
money! Simply press the numbers 
down on this wonder- working 


little machine. This automatic trip 
wheel mechanism never makes a 
mistake. The total appears in big, 
clear, easy to read numbers in the 
answer windows— INSTANTLY 
and AUTOMATICALLY! 
It keeps you within your budget 
. . .« keeps you from overspending 
protects you from the mis- 
takes companies—even banks . . . 
often make adds all the 
figures for your income tax 
adds up stock dividends . 
checks expense accounts .. . plus 
a thousand other adding chores 
. . and pays for itself a hundred 
times over in the money you save 
An Italian Invention 
An eminent inventor in Italy dis- 
covered the secret of the fool- 
proof, non-electric, spinning wheel 
adding mechanism inside this 
machine. He had been trying for 
years to develop a real adding 
machine at a price for everyone 
. even in war-poor Europe. He 
wanted a real, desk type adding 


machine that anyone could 
operate, even a child that 
would be automatic . fool 
proof ... and, above all, within 


the pocketbook of everyone! 

He found the answer after study- 
ing the spinning wheels inside 
electric computing machines. He 
came upon a way to let a per- 
son’s hand supply the ‘power’ to 
the wheels instead of elec- 
tricity! 

Just imagine! He invented an add- 
ing machine designed so that the 


gentlest touch makes the wheels 
inside turn! After one complete 
turn . the first wheel auto- 
matically trips the next wheel... . 
just like $200.00 electric ma- 
chines! Nothing to remember. 


Nothing to do but press down the 
numbers to be added. Everything 
else automatic! 
When the Italians . famous 
for smaller automobiles and small- 
er motorcycles . .. started manu- 
facturing this revolutionary new 
smaller, non-electric adding ma- 
chine, offices and individuals in 
Rome. Venice. Florence tried it. 
WHAT ACCLAIM IT MET 
WITH! Everywhere it added the 
longest columns of figures within 
seconds of the speed of electric 
machines. Giant companies gave it 
to secretaries ...officers... sales- 
men. Efficiency of entire com- 
panies improved. Mistakes were 
cut down. 
And from individuals came even 
more glowing stories. Instantly 
adding became a pleasure instead 
of an aggravating chore. House- 
holds became better managed . . 
budgets stuck to. . . bills checked 
mountains of figures added 
in no time . mistakes a thing 
of the past! 
And when this remarkable adding 
machine was imported to this 
country, the acclaim was just as 
great! For here at last was what 
every home .. . every office ... 
every store has been waiting for. 
The perfect. small, easy to use, 
automatic, desk model adding ma- 
chine . in beautiful silver tone 
and blue finish, with big, easy to 
read numbers . . . and at a price 
so incredibly low that not a family 
or store or office can afford to 
be without it! 


Make This ‘‘Proof-of- 


Performance” Test! 
Put this amazing adding machine 
on your desk. See how instead of 
being too busy to add. . from 
now on you will check every 
calculation check all your 
bills, statements, inventories, bud- 
gets, reports . . . each in seconds 
‘ and never make costly mis- 
takes again! 
Just press the numbers down. See 
how the most gentle pressure of 
your hand turns the wheels inside. 
See how it adds up to 9,999,999 
automatically. And see how just a 
flick of the clearing bar makes the 
numbers inside the answer window 
all whirl back to seven zeros... 
instantly! 

If your customers are in b 








AUTOMATICALLY! 





Imagine! AN OFFICE-TYPE 
ADDING MACHINE 


fo ‘1 49s 


only 





see how this precision adding ma- 
chine will save them its unbeliev- 
able low price a hundred times 
over. They can now actually give 
a desk adding machine to every 
secretary, every clerk, every per- 
son who ever adds. Try it your- 
self. See how it cuts out trips to 
your bookkeeper, saves times, im- 
proves the efficiency of your en- 
tire business 


Be First to Stock 
Addipresto in Your Area 


Yes, it is impossible for you to 
appreciate the beauty, speed and 
efficiency of ADDIPRESTO until 
you actually see it and use it 
And once you have it, it sells it- 
self to your customers on sight! 
The price of ADDIPRESTO to 
your customers is only $14.95. 
Remember, it is a real adding 


machine with spinning wheels and 


automatic mechanism the 
same type as $200.00 office com- 
puting machines But ADDI- 


PRESTO works from the pressure 
of your hand without electricity! 
It will save your customers its re- 
markable low cost many times 
over. Because they will USE it 

. Over and over .. . day after 


day. 

ADDIPRESTO is shipped with 
protective cover and GUARAN- 
TEE CERTIFICATE 


WORN UMUBUMUBUBUIMUA| 


| genre 


: GUARANTEE 


a: 


3 


This Original ADDI- 
PRESTO is precision-made 
from the finest materials 






available, and will give you 


lifetime of accurate, ef- | 
ES fective performance. Un- 
conditionally 


Guaranteed 
Sy) against defects in materials | 
KS or workmanship. 





Dramatic ‘‘TRY ME’’ Counter Display Convinces Customers— 
Closes Sales ‘‘On The Spot’’. 


Available with initial order of 3 or more. 





Harrison Home Products Corporation, Dept. 3-MS, 565 Fifth Avenue, New York 17, N. Y. 

Bill and ship the ADDIATOR models | have checked below: : NAME 

(Terms: Retail, less 40%; 2/10 Net 30. F.0.B. Harrison, N.J.) | «aaa aaneicie shit: 
MODEL RETAIL MY COST WRITE IN QUANTITY DESIRED | city N T . E 
ADDIPRESTO $14.95 $ 8.97 Ea. | ZONE STATE. 
ARITHMA 3.98 2.39 Ea. _ = () I wish to become a Franchised Deal- 
ARITHMA DELUXE 5.95 3.57 Ea. | er. Send me the basic minimum stock 
DUPLEX ¥ 7.95 4.77 Ea. | of the complete line: 12 Arithma, 
EXECUTIVE 9.95 5.97 Ea. Arithma Deluxe, 3 Duplex, 3 Execu- 
PEERLESS 14.95 8.97 Ea | tive, 1 Peerless, 1 Supreme, 2 Addi- 
SUPREME 19.95 11.97 Ea. | presto, 1 Addiator Slide Rule (5’’). 
SLIDE RULE “(5") 9.95 5.97 Ea. Retail Value $200.01. My Cost $120.01. 
SLIDE RULE (10") 18.95 11.37 Ea. —— My Profit $80.00. 


(Counter ‘Cards, 


Streamers Included) 
- = = for more details circle 132 on last page 
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[APSULE COMMENTS 





“Wherever inventory problems exist, the causes are usually found to be these: 
(1) Indiscriminate purchasing of new items, (2) Continued stocking and pur- 
chasing of obsolescent items, and (3) Accumulations of promotional leftovers. 
All of these are more or less connected with new item merchandising.” — Dr. 
Gordon B. Cross, professor at the New York University School of Retailing, 
in this issue. 


“Most businesses already are alert to’ the economies possible in manufacturing 
and production operations to reduce labor costs. Now we are seeing the same 
attention being directed to possible economies in such places as stenographic 
pools and the front offices.” — William Bradford, president, The Letterex Corp. 


“Advertising isn’t necessarily something printed in a newspaper or on a bill- 
board. A different color paint on the front of your place of business is advertising 
of a kind, if it brings people inside to spend money and earn you money.” — 
W. R. Williams, William R. Williams, Inc., Chicago advertising agency. 


“Over 90 percent of the managers I've talked with readily admit their keen per- 
ception and adeptness when it comes to understanding human behavior exces- 
sive turnover rates and slip-shod work to the contrary notwithstanding.” 
Travis Elliott, management consultant, 


One of the foremost exponents of visual presentations revealed some of her 
specialized knowledge at the observance of Printing Week in Delaware Valley 
during January. Guest speaker at a Graphic Arts Awards Banquet was Gypsy 
Rose Lee. “A merging of the arts,” says Printer’s Ink in an editorial. “We have 
long advocated an interchange of information among all engaged in communica- 
tions. This is indeed a heartening sign.” 


“Here is man, a tool-using animal. Without tools he is nothing. And here you 
are, with some pretty fabulous tools to sell him! You're in a growth industry 
and the need for your equipment is great. It is not, however, easy merchandise 
to sell... All these ingenious developments in typewriters, accounting equipment, 
photocopying and duplicating machines and dictation equipment, the great strides 
being made in color, design and performance, will do you no good unless you 
develop some pretty ingenious marketing methods to match them.” NOMDA 
speaker, Nell Lee Litvak, Cole, Fisher & Rogow, Inc. 





“Previous figures of the Bureau of Census on the number of ‘wholesalers of 
commercial stationery and office supplies’ have been meaningless. Many firms 
were included which were merely retail stores having a ‘wholesale front’ in order 
to obtain a wholesaler’s discount . . . Still other firms were included which sell 
their goods direct to industrial, commercial and institutional users and not for 
resale at all. Unless these firms are segregated from the true type of wholesaler, 
the figures have practically no value for marketing analysis purposes.” — Whole- 
sale Stationers Assn. 


The astute store manager, says Pierre Martineau, Chicago Tribune research director, 
knows all of his activities are acting as symbols to project to his public the store’s 
inherent character in the manufacturer’s terms, this means that his advertising 
style, his trademarks, his packaging, his stationery, his reception rooms, his general 
offices, his reports to stockholders and his color schemes should be expressive — all 
saying the same things about the company. Many corollary meanings emerging 
from the corporate image can play a role in the actual purchase decision at the 
moment of sale. Any functional and price attributes of a product will be filtered 
through an emotional lens in the buyer's mind. 
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BLOOMINGDALE’S BUILDS BUSINESS 
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AO OPEN STOCK 


Profit-conscious Jerry Casey, Manager of Bloom- forms the Open Stock habit,” Mr. Casey observes, ] 


om. hh tt fe ket FP ake OE 


















ingdale’s Stationery Department, calls Eaton’s Open “will choose this same paper in a gift box styling | 
Stock “the backbone of writing paper sales through- for a friend. The friend, pleased and satisfied with | 
out the year.” “The classic papers available in its quality, becomes a repeat Open Stock customer 
Eaton’s Open Stock,” he says, “are the kind every _' So, every Open Stock sale potentially leads to 


additional business i r classifications.” 
customer needs, no matter how many other types she . al business in other classifica 


buys. They’re dependable, day-in, day-out sellers.” | Selling Eaton’s Open Stock can produce more year 
round sales... repeat business... and store-wide 
The new and repeat business Eaton’s Open Stock traffic for you, too. For samples, and details of 


brings to Bloomingdale’s makes for a steady pattern Eaton’s Open Stock merchandising and promotion 
of Stationery Department growth. “A customer who program, write Mr. L. G. Morris, Sales Manager. 
a PhTON's 





_e 
5 sites y Fine Letter Papers 
wy 


~ 
LeTrEeR PP 





oy, 7 | ON'S 








EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS * Showrooms: NEW YORK, 475 Fifth Avenue * CHICAGO, 6 North Michigan Avenue 
- - - for more details circle 122 on last pom 
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Washington, D. C. 
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It appears that action on resale price maintenance legislation, 
usually called Fair Trade, will be slow. House Interstate Commerce Com- 
mittee Chairman Oren Harris (D.,Ark.) has introduced a bill that is about 
the same as the one approved last year by a subcommittee, but the com- 
mittee started off with railroad retirement and airport legislation. No 
Fair Trade hearings have been announced. 













A parallel bill has been introduced in the Senate by Sen. Hubert 
Humphrey (D., Minn.), but no action has yet been scheduled by the Senate 
Interstate Commerce Committee. 























Despite the general Administration order to hold down expenditures, 
the requested budget for the Federal Trade Commission (FTC) in fiscal 1960 
is just under $7 million, an increase of a full $1 million over the current 
budget. If Congress goes along with the request, FTC will use the extra 
funds to handle additional cases and to expedite cases already filed. The 
estimated number of complaints about price discrimination and false ad- 
vertising which the Commission will have received by the end of the current 
kK fiscal year on June 30 is 4,000. FTC expects the number to rise to 4,200 
during fiscal 1960. 





The staff handling false advertising cases will be increased. Though 


serves, FTC lacks jurisdiction over most retailers, the bulk of retailer false ad- 
tyling vertising involves the supplier in one way or another, and most suppliers 
1 with do come under FIC. 

tomer 

odo ts There is an excellent chance for favorable action this year on legis- 





lation to permit stationery store proprietors and other self-employed per- 
sons to take a tax deduction for money put into retirement annuities. 
year: 


-wide The bill is HR 10, introduced by Rep. Eugene Keogh (D., N.¥.). It is 
ils of scheduled for quick action by the House Ways and Means Committee and easy 
10tion passage in the House. Despite opposition to the legislation by Sen. Harry 
er. Byrd (D., Va.), chairman of the Senate Finance Committee, the Democratic 


leadership in the Senate appears determined to push it through. A veto 
by the President is possible, however. The bill was passed by the House 
in the closing days of the last session, but the Senate Finance Committee 


rs failed to act. 
ae 
The Keogh bill would permit self-employed persons to take a current 
deduction of 10 percent or up to $2,500 annually for money placed in 
an Avene Specified types of annuities or retirement trusts. The deductions so 




















taken could add up to a maximum of $50,000 over a lifetime. When the 
annuities started paying off, they would be subject to taxes as ordinary 
income. 


To aid older persons, the Keogh bill provides that the allowable de- 
duction of $2,5CO would be increased by one-tenth for each year that the 
age of arn individual exceeded 50. Thus, if a self-employed person was 60 
at the time the plan went into effect, the annual limit on his deduction 
would be 20 percent of his income up to a maximum of $5,000 in one year, 
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Associations representing various kinds of small businesses are throy- iFFICE 
ing their support behind HR 2, HR 13 and S 59, identical bills designed to 
provide some tax relief for companies based on reinvested earnings. Action MAINTE! 
is unlikely this session, but the legislation will be about the first 





passed when further tax relief is feasible. fine - Rest® 
heen specil 
The legislation would provide credit against taxes of $30,000 or 20 sneered | 


percent of earnings -- whichever is smaller -- for increased investment in mand. S 
depreciable assets, inventory and accounts receivable. The tax credit —- 
would be available to incorporated and unincorporated businesses alike. 








Rest chairs 
investment 
Taxes and expenditures at the state level are in for sharp increases 
in 1959 as all but two or three of the state legislatures meet this year, inportal 
Any tightening of spending that the President manages to achieve at the 
national level will be more than offset by the states. ierease 
Eigher taxes are expected to be voted by 35 states at least. Tax acy 
revisions will range from slight increases in present levies to imposition ww latex fc 
of sales and income taxes for the first time. Higher income tax rates are — 
ITs 


likely for New York, California, Delaware, South Carolina and Wisconsin, Ted eotal 
New York and several other states probably will initiate withholding. Sales fiw springs 
tax increases ere in prospect for a half dozen states including Illinois, wery twist 
New Mexico and Washington. For the first time, sales taxes may go into rr 
effect for some 10 states including Texas, Oregon and Massachusetts. In- : 
creases in the state gasoline taxes appear assured for at least New York, 
Pernsylvania and Missouri. 


Etreng drives to repeal or restrict the use of trading stamps will be 
made in the New York, Oklahoma, Texas, Washington and Wyoming legislatures, 
increases in state spending will be generally concentrated in the fields Motes « 
of highweys, schools and colleges and welfare -- hospitals, increased aid 








a No-S 
to the aged and blind, etc. “ia 
—no rive 
The Internal Revenue Service is considering allowing persons with or squeak. 





incomes of up to $15,000 a year to use the short tax return (Form 1040A). © 
For the first time the short form may be used this year by persons with N 
Seleries up t- $10,000 in place of the old limit of $5,000. IRS also is 
working on further simplification of tax forms, quicker handling of cor- 
respondence with taxpayers, a more human approach to form letters, faster 


preparation of new rulings, and improvements in tax settlement procedures. ~ 








The Small Business Administration has set up a program of grants for foom Rubb 
research into problems of small business firms. . . Economists testifying + Uphols 
in late January and early February were generally optimistic about business etings in 
conditions for the remainder of 1959. . . Some members of the National sharp co 
Distribution Council, an advisory group, would like to see the Office of — 
Distribution in the Commerce Department do more to encourage efficient and 2 Pate 
effective distribution of goods and services. a 
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fine-Rest® aluminum chairs have 
yen specifically designed and en- 
jneered to meet this consumer 
mand. Sturdy, maintenance-free 
onstruction, attractive appearance, 
nd seating comfort have made Fine- 
Rest chairs a sound dividend paying 
investment for all users. 


important New Features that 
herease Comfort, Work Output 


fine-Rest is the only complete line of 
airs that uses No-Sag springs and pure 
vw latex foam rubber for both executive 
nd general oflice models. Unlike ordinary 
fairs with a layer of padding over a 
urd metal pan, the combination of No- 
‘wg springs and foam rubber “give” with 


“ery twist and turn, with every body 
novement. Result — greater comfort, no 
hair fatigue. 





No-Sag springs give extra comfort, long life 


No-Sag springs are attached to the 
irame with specially designed “S” clips 
—no rivets or screws to loosen, break, 


or squeak, 





foom Rubber—the “seat” of every Fine-Rest Chair 


* Upholstery clips, used to hold seat cov- 
rings in place, are designed to eliminate 
sharp corners. You'll never receive com- 
plaints of snagged clothing or torn 
stockings, ” 
: Parkerized center post can never rust. 
's means Fine-Rest chairs will always 





swivel freely, idjust easily, and require 
maintenance, 





FICE CHAIRS MUST BE FUNCTIONALLY COMFORTABLE, ATTRACTIVE, 
WNTENANCE-FREE 10 MEET CONSUMER DEMAND FOR INCREASED EFFICIENCY 





Heavy cast aluminum base with machined bushing 


« The gleaming cast aluminum base and 
frame are rust and corrosion-proof, re- 
main new-looking for the life of the chair. 
The soft, reflective surface of brushed alu- 
minum blends perfectly with every decor. 
s The precision machined center bushing 
—Fine-Rest exclusive—absolutely prevents 
seat wobble. This means an extra long 
chair life. 

» Caster can be replaced easily by the 
customer — no “maintenance man” ex- 


penses. Double ball bearing caster swivels 
easily, and the rubber wheels are non- 
marking. 





Each Fine-Rest Chair is expertly hand-finished 


® Tailoring and workmanship of Globe- 
Wernicke Fine-Rest aluminum chairs are 
recognized as the finest in the industry. 
Each chair is completely hand-finished— 
a quality your customers will instantly 
notice and appreciate. 


no contact ea 


contact wes 


“Inch of Protection” saves repair costs 





= The famous Fine-Rest Wall-Saver chairs 
completely eliminate wall damage and 
scuffing. Keeps polished aluminum chair 
like new. 

« Five posture chair adjustments allow 
proper, most comfortable seating for every 


individual. 








Fine-Rest Chairs are beautifully finished 


s Five types of upholstery materials, 44 
new colors offer your customers a selec- 
tion that is wider in choice than any other 
manufacturer. 

s Globe - Wernicke Fine - Rest aluminum 
chairs meet the seating needs of your cus- 
tomers; functional comfort, attractive ap- 
pearance, and little or no maintenance. 
You can sell Fine-Rest chairs easier be- 
cause you can demonstrate how they 
become a sound dividend-paying office 
investment. 





G/W Dealers Cut Overhead 


As a Globe-Wernicke dealer, you have the 
advantage of ordering all your office fur- 
niture, filing supplies, and accessories 
from one reputable source. This means 
greatly simplified inventory, consolidated 
purchasing, and superior service. (And, 
you can offer your customers the entire 
line of Globe-Wernicke’s metal business 
equipment.) Mail the attached coupon to 
day. Revitalize your business by becoming 
a G/W dealer. Remember . . . success de- 
pends on the strength of your line. 





The Globe-Wernicke Co. 
Dept.DM-3 
Cincinnati 12, Ohio 


Information on this page interests me. Please 
send me details on a Globe-Wernicke Dealership. 


Name wad 





SE 


Address a 





2) a _State 


for more details circle 130 on last page 





Ball Point Pen 1 
A ball point ink 


eraser and_ super- 
sized cartridge are 
two features of the 
Quillette Desk Pen 
No. 120, made by 
Reliance Pen and 
Pencil Corp. The 
eraser was perfected 
by Reliance  en- 
gimeers to remove 
ball pen ink cleanly and easily. The 
cartridge, made with corrosion-proof brass 
and “Free Flow” stainless steel ball, is 
54” long, containing a full ‘six months 
ink supply. Quillette is available with 
standard or extra thin writing points 
Both come in four colors and in special 
reproducing ink. Barrel colors match the 
ink, Packing is one dozen per box, 1, 
gross per carton. Prices are 39 and 49 
cents. 











Adding Machine 

Addo-x, Inc., has 
announced a new 
electric economy 
adding machine, 
Model 44E to sell 
for $198.50. It has 
a listing capacity 
of seven columns, 
total capacity eight 
columns. Direct 
subtraction, repeat 
subtraction, live 
sub-total and total keys with automatic key- 
board clearance plus continuous-duty con- 
struction are some of the major features 
of this model. It also has interlocking 
keys which automatically prevent simul- 
taneous depression of two or more keys. 
As with all other “‘addo-x” adding ma- 
chines, the new economy model comes 
with a one-year free service guarantee 


Marking Pen 3 


A new marking 
pen is being intro- 
duced by Gamexco 
Co. Unusual fea- 
tures of the im- 
ported product in- 
clude a large ink 
reservoir; the vari- 
tapered point for 
various line thick- 
ness; quick drying 
and the tapered 

l case for easy hold- 
ing. The pen comes in black, blue or red 
and retails for 39 cents. 


(a 
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Lady’s Pen 4 
David Kahn, Inc. 


has announced na- 
tional _ distribution 
of a new addition 
to its line, the 
Wearever Lady 
purse Cart- 
ridge pen designed 
with a woman in 
mind and precision- 
made for _ long- 
lasting, trouble-free dependability. The 
new pen retails at $1.95, with two ink 
cartridges and attractive purse case. It is 
available with gold-etched design in five 
high-fashion enameled colors: plum, black, 
harvest, aqua and shell pink. The purse 
case attaches easily to the inside of a 
woman's purse, provides ample room for 
extra ink cartridges. Refilling is described 
as quick, clean and easy. The new pen 
is offered in a self-selling, self-service 
counter display which holds one dozen gift- 
boxed pens. 


Fair, a 


Sand Urns 
Kimball Manu- 
facturing Corp., 
manufacturer of fi- 
berglass waste bas- 
kets and sand urns 
for the office and 
stationery supply 
trade, announces 
that a new 15” 
fiber glass floor 
urn on a low brass 
stand has been add- 
ed to the line. The 
new offering - was 
designed to serve the increasing demand 
for a broader line of 
accessories. 


decorative office 


Bible Dictionary 6 

A Vest Pocket 

Bible Dictionary by 

Ottenheimer Pub- 

lishers defines more 

3500 Biblical 

names, places and 

things from Aaron 

to Zuzims The 

oo self - pronouncing 

vee « entries are in 

el alphabetical order, 

each showing the Book, chapter, and verse 

reference where it appears in either the 

new or old testament. Included are 15 

pages of little known Biblical facts. Price 
of the 288-page book is 90 cents 
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Bridge Tallies 


g : 


An aid tg 
tally sales ig 
finish T iv 
offered by 
Running §t 
The stand } 
new releases 
a company 
it offers ‘ 
largest selecti 
tallies, 


Pocket Drawing Kit 


Alvin & Com- 
pany announces an 
all new all-around 
basic drawing kit 
for finger-tip avail- 
ability in 
room, 


class- 
general 
shop, or drafting 
department. It con- 
tains the two basic 
instruments 
sary for 


neces- 
layouts 


and measuring a full 6” bow 
and a 51/,” friction divider, both 
constructed with polished nickel fi 
In a vinyl plastic case fitted with 
flap and a pocket in rear for 


pencils, 


pocket 


scales and 


rules, 


kit is priced at $3.95. + 


a. 


New Chair Design 9 


Styling ings 
tions have been ® 
troduced at ™ 
extra charge i: 
number of 
Seating Co, 
els, including 
side revol Via 
chair. The 
jet-wing styli 
the base is 


able in the standard secretarial 


chair and the 


standard arm fe 


chair. Saddle-shaped steel seat and 
pans offer improved comfort and 


port. Other 


features 


include 


joints, leg kick plates of high 
styrene plastic, 2-inch ball-bearing salt 
rubber casters, tilt tension adj 


Painting Sets 


The Craftint Manufacturing Co. 7 
a completely new line of Paint-by- 
ber sets for 1959. New packaging, 
subjects and new sizes sparkle the 
designed to meet every consumer need 
Prices range from $1 to $7. 
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economy priced to speed sales———continuous-duty design assures 
minimum servicing to preserve profitt———4-way guarantee builds 
customer confidence-—————the famous “addo-x”’ features include: 
direct subtract repeat add and subtract direct-action func- 


tion keys total and subtotal in red———symmetrical, interlocked 


keyboard-——7/8 capacity——sensationally low list price $198.50 


for details phone, wire, writes “addo-x’”’, 300 Park Ave. New York 22, Pl 5-5420 
- - for more details circle 103 on last page 

















NOBLOT 


America’s popular-priced 
DESK PEN! 




















NOBLOT 
AD 
will appear 









for the business man— 
NOBLOT “Regular” 

the look and 

= feel of a 
1 pencil 


( ¢ = 
wT = bor the accountant— 

NOBLOT “Thinrite” 
ef 



































xtended cartridge 

ets you see figures 

- also available 
“With eraser 


| for the 
| secretary — 
)}} NOBLOT 
“Steno” 
beautiful 
. pearl blue 
| finish — 
vy only in 
blue ink 

































Now you can 
stock one line 
of woodcased 3 
desk pens to : ACY / 
satisfy 4 piss 
the needs of t 

fo 


r the salesman— 


(s 



















siti A NOBLOT “Cliprite” 
customer— fo ond 
standardize protector 

with 

NOBLOT! 

Also stock 

the ball pen 
eraser tip for the office clerk— 






OBLOT “Erasatip” 
fast-acting 


for “extra” ink eraser 







LOTS 
MORE 


sales! 


Sf 


No. 1213 








110th Anniversary, 1849-1959 


EBERHARD FABER 


WILKES-BARRE, PA. © NEW YORK © TORONTO, CANADA 
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NEW PRODUCTS ....... 


Caster Adapter 

A new polyethylene caster adapter 
which eliminates distortion or damage 
to tubing of furniture and institutional 
equipment, is being introduced by the 
Colson Corp. The new adapter is de- 
signed to replace metal grip ring caster 
sockets. Twenty-four fluted edges and 
a one-half degree taper on the outside 
wall assure a secure fit and afford a 
high degree of shock absorption and 
cushioning to strain. The elimination of 
all metal to metal contact provides com- 
pletely quiet operation. The adapter is available in re size 


7/ 


which fit tubing from Ye inches to 1-1/16 inches in diamete 














It is described as corrosion and rust proof and impervious ; dl 
moisture, steam and acid. TH 
Paper Cutter ne - 


The addition of a front whe 
asa convenient calibrator for pr 
cision cutting is the important fe 
ture of a new “Triumph” many 
office paper cutter offered } 
Michael Lith Sales Corp. Enginee: 
ed to work like larger Cutting 
machines, this new model coms § pom 
in two sizes, 14” and 18”, Tk fo 
new wheel, calibrated to 1/32nd of an inch, moves the back 
gauge forward and backward. The “Triumph” is designed 
especially for the office and for duplicating departments, 6 





Storage Cabinet 

Now tools and parts can be stored 
in a single unit designed by Akro-Mils, 
Inc. For small parts storage, plastic 
drawers are provided which may be 
subdivided into 30 compartments each. 
Seamless steel drawers are provided 
for tool storage. Drawer front label 
slots provide easy indexing of con- 
tents. The frame is made of steel and 
welded into a sturdy unit which will 
stand on any level surface or may 





be hung against the wall. Five models to) 
have from 14 up to 92 drawers. Prices range from approximately 
$14 to $59. ste 
Telephone Tool 14 le 
The Phone Caddy by Metalart G 
is a useful novelty item attractively de 
decorated with replica of a telephone 
and made of non-tarnish gold finished of 
metal. It serves as an aid in telephon p 
dialing and contains a file of name 
cards, upon which addresses and tele 
phone information may be listed. Each ce 
individual Phone Caddy is packaged is ir 


an attractive gift box with clear acetate 
top. Twelve of these are packed to# 
three-color couiter display box. Retail price is 98 cents. 





Template Display Stand I 

A new template display stand c 
has been developed by the 
Roark Template Co. for use by 
office and engineer supply deal- 
ers in displaying of the firm’s 
complete line of 42 different 
templates. The plastic stand, 
which occupies a 15-inch by 20- 
inch counter space, is aimed at 
increasing sales. 
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Now proved, th sd... ff 


the newest idea in Office Pens 
--- since the Quill! 





1 four six. 
IN diameter 
IPErvious | 


THE NEW 
n 


ont whee 
tor for pre 
portant fea 
Dh” manus 
offered } 
>. Engineer 
Ber Cutting 
odel comes & 
| 18”. The 
*s the back 
is designed 


~ | s.P.0¢ BALL PEN 


_ *SPECIALIZED PLANT AND OFFICE 






A complete 
service for office 
and factory 
with all these 
accessories: 


@ Economy priced 


At last! refillable ball pen designed 


for business! Full size refills cost less than 10¢ desk so ; 
> Mem 
each in dozen lots. Special non-roll taper @ Memo pad an 
pen holder 





top. Choice of points: general office, 






Retractable model with 
clip for away-from-desk 
workers. 


proximately 


stenographic, accounting, etc. Completely 


M4 leakproof. Rounded writing grip 


fetalart G 


attractively designed for writing comfort. Color 
a telephone . , 4 

sId_ finished of barrel identifies color of ink. 

n telephone 









e of mm Proved savings up to 66% of 
s and tele 







Listed. Each cost of old fashioned writing 

rackaged in . F SPECIALLY LOW-PRICED FOR OFFICE USE— 
leer instruments! ASK YOUR STATIONER FOR QUOTATIONS. 
vacked to 2 


ts. 


Now serves industry with the best in writing ... at any price! 









Scripto, Inc., Atlanta, Ga.—Scripto of Canada, Ltd., Toronto, Canada——Scripto Products available in Canada at slightly higher prices. 


- - + for more details circle 155 on last page 
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NEW 


NO. 250 IMPERIAL EASEL 


A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet... 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 

and other hardware plated to resist corrosion. 


List price $15.00 
FOB: Glendale, L. | 


STUDIO EASELS 


by ANCO 


NO. 83 MASTER EASEL 


Anco’s traditionally popular studio easel now 
even better than ever! New unique 
construction provides easier adjustment of 
tray and canvas holder with built in palette 
holder. Large easy tightening thumbscrew- 
and-steel plate assembly prevent tray 
slipping even with 100 Ib. weight. 


List price $12.00 FOB: Glendale, L. 1. 


Please write for literature mentioning this publication. 





| ANCO WOOD SPECIALTIES, INC. 
GLEN DALE wee, ™. Y. 





TELE RS Oe 
tary et al ote, 


NO. 350 
PRESENTATION 
EASEL 


CA 


T. M. registered 


At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 List Price 
FOB: Glendale, L. |. 


EASELS MADE OF WOOD STAND UP BETTER! 


® 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 

tray for storage) @ Easy height adjustment: 44” to 80” = 

Portable @ Compact @ Solid construction = Attractive finish 
Please write for literature mentioning this publication. 





| 
|| NEW PRODUCTS ......... 





ANCO WOOD SPECIALTIES, INC. 
GLENDAE Be. Y. 
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Self-sticking Label r 
Labelon Tape Co. has a new self 
sticking label especially designed fy 
outdoor or permanent indoor wm 
Called MC Labelon, the new prod 
uct consists of a PTCSSULE-SOnsitine 
card that can be written of 

upon, and then covered with an at. 
tached clear layer of outdoor 

Mylar plastic for permanent pro 
tection. The cover protection is de. 
signed to withstand the rigors of 
rain, dirt and sunlight, and iS not 
affected by grease, oil or acids. The writing under th 
cover cannot be altered or marred in any way, andi 
labels extreme heat or cold. Labels are available 
with colored borders in black, blue, red or green, for 

or identification purposes, and are conveniently pa 

in small tray-type boxes. Sizes range from %" by 114" w 
to 2” by 344". In the smallest size the price is one cent pe 
label 


resist 


Pen-Pencil Set 


To help meet the demand for gift 
merchandise that retails for less than 
$2, All-Rite Pen, Inc., has created a 
matched set of writing instruments 
and packaged it in a re-usable crystal- 
line “jewel box.” Called “The Con- 
tinental,” the set retails for $1.98 and 
includes a “Hidden Helix” ball pen 
as well as a new Deluxe mechanical 
pencil. Both items have chrome caps 
and clips and barrels are in solid 
tones of black, blue, maroon or green. ‘1 ool 
A counter or wall display accommodates a dozen of thei 
in three channels for convenient dispensing at the pointe 
sale. Other new All Rite packages include a blister-type “¥in 
pack” for the firm’s 39-cent Utility ball pen, carded form 
up displays. 


Steel Lockers i) 


A new line of two-person sted 
lockers for use in industrial plants 
offices, schools, stores and clubs is 
announced by Penco Div., Alan Wood 
Steel Co. The half width lockers pro- 
vide full-height compartments for two 
persons and each unit has a separate 
full-width hat compartment. Features 
include tamper-proof door handles 
twist-resistant door frames, coat hooks 
number plate on door and ventilating 
louvres. The same company has - 

nounced the availability of four sizes of drawer-type, metil 
storage units, designed for index cards, parts, tools and other 
small item storage. Each drawer has three adjustable dividers 
and a combination drawer pull and identification card holder 


Plastic Paper Clips 19 

Colorful, transparent paper clips in eight luminous “fit 
bow” colors are available from Magiklip Corp. The dips 
are said not to rust, scratch, slip or tear and the various 
colors are recommended for color-coding of files or stacks 
of papers. A dealer price list is available showing eight 
different standard packing units, ranging from 200 in a cello 
bag to retail at 19 cents to 1,500 in a plastic container © 
retail for $1.95. Bulk orders of 25,000 in polibags are avail: 
able, four bags per carton. 


(Continued on page 60) 
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unique Se 
‘built-in” 
merchandising Sung. 
na of the year 


REYNOLDS DESIGNS FOR GIVING GIFT WRAPS 


FOR YOU: Reynolds presents the brilliant new “DESIGNS FOR GIVING” collection, 
including: CHRISTMAS SERIES, SPECIAL EVENT SERIES, FUN WRAP SERIES, ALL-YEAR SERIES. 
FOR YOUR CUSTOMERS: Reynolds offers unprecedented opportunities to choose 
gift wraps for every gift mood; for every gift occasion; all year “round! 
Package the two together and the result is — volume sales in gift wraps every single day of the year! 
See this remarkable collection of exciting fine art designs and brilliant new colors - 
pre-tested and proven under competitive conditions with astonishing results. 
C101 Priced to retail from 50¢ to $2.75, in new view-window Tray-Packs, Cutter-Boxes and Rolls. 


he -| WRITE FOR IMMEDIATE INFORMATION. Our representative will call to show you the 
\Orrr 4 complete collection with full details of Reynolds All-Year Merchandising Plan. 
MTX 


REYNOLDS METALS COMPANY | DECORATIVE FOIL DIVISION 101 South Robertson Boulevard, Los Angeles 48, California 
- - = for more details circle 152 on last page 


from neighborhood shop to large corporation— 


Burroughs’ broad line delivers new adding machine markets! 


When a dealer has designs on a broader segment of 
the market, chances are he also has Burroughs 
designs! Because Burroughs gives his customers 
breadth of choice, gives him a famous line of quality 
profit-pullers: full keyboard models; ten key machines 
to 999,999,999.99 capacity; a new, competitively 
priced adding machine; and thrifty hand-operated 
and electric cash registers. Yes, something Burroughs 
for almost every need! 


And something Burroughs for dealers, too—top 
support! You get the best the industry offers in 











national, in-store and direct mail advertising. Your 
specially trained Burroughs representative will pro 
vide marketing ideas plus his personal cooperation to 
help you cash in on a thorough preselling job. 


Get acquainted soon with all the benefits of a Bur 
roughs dealership. Just write Dealer Sales Dept, 
Burroughs Corporation, Detroit 32, Michigan. 


P.S. Another profit-puller: Burroughs fast-selling MéV 
carbons, ribbons and other supplies— including rete- 
lutionary plastic-base NU-KOTE carbon paper. 


Burroughs adding machines and cash registers 


- = = for more details circle 115 on last pov 
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In my Opinion 


Politics Is Your Business 


business don’t 


apetics and 
mix.” 

So help me, that is precisely what 
fis stationery and office equipment 
jaler told me. I was shocked. I 
ms shocked enough to write these 
houghts on the subject when I had 
weviously put them aside as too 
dementary and too often the sub- 
at of harangues by others. 

Is it truly possible that many 
dealers in our field or in business 
n general feel this way? It 
ems quite clear to me that this 
snothing more than a way to shirk 
basic democratic responsibilities and 
san attitude which not only jeop- 
irdizes the business of its holder but 
f all those who are his counter- 
ats. Brother, you just can’t pull 
usiness and politics apart, and it 
would be foolish to want to. 

Fach morning as you pick up 
hewspape r you 


th see dozens of 
tories which bear, directly or in- 
rectly, on various 
most of 


some- 


legislation at 
tages of enactment, and 
this legislation has some 
times distant effect on your busi- 

‘ss. How can you turn a back on 
ne political picture? 

News today is about integration 
truggles, reforms, missiles 
ind rockets, and international trade, 

ferret out a few general subjects. 


Look at each momentarily in the 


labor 
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light of this discussion. They make 
a convincing commentary on the need 
for your political action. 

Whatever your views on integra- 
tion or whatever the ultimate out- 
come, education of our youth is be- 
ing affected. Can this help but bear 
on our 
Whatever 
forms, the 


future ? 
labor re- 
growing 


economy in the 
your views on 
present and 
strength of labor in our nation is fact. 
Labor is in politics. Is business? 
That is, Certainly govern- 
ment spending on space programs 

or its failure to spend will do 
and whether 
foreign trade is more or less restricted 
will have its effect, too. And it goes 
on and on into other 


are you f 


much to our economy, 


hundreds of 
areas. 

Last December Arthur Summerfield, 
postmaster general, put it this way: 

“Businessmen, by holding back from 
active participation in 
only contributing to the destruction of 
the way of life in which they believe 
and on which they depend. . . 

“Those govern- 
ment cannot leave political activity 


politics, are 


who want sound 


entirely to others, either at campaign 
time or between campaigns. 

“Businessmen, especially, because 
of their knowledge of our economy 
and their intimate awareness of the 
dangers of fallacious economic pol- 
icies must become active participants 
in political affairs.” 

Then, there is always the fellow 
who says, “Yea, but I’m only a little 
guy. What can I do? 
to me to be just like the cry by some 
persons that their one 
mean a thing, and I'd like to offer 
the words of J. Wilson Newman, 
president of Dun and Bradstreet in 
this connection. 

Says Mr. Newman: “Every business 
is ‘big business’ to the man who owns 
it. Much of his life's savings -— 
sometimes all is staked in the ven- 
ture, and the risk is ‘big’ to him, 
regardless of size.” 

Your business is “big,” and your 
influence in political matters can and 
should be “big.’” You have to make 
it so, though, by active participation. 
Let’s all really make politics part of 
our business. 


This seems 


vote won't 


Macetd O Shiveg 








traight Salaries 


Yes, says a pioneer Houston stationer-office 
outfitter. Here’s why Wilson’s pays straight 
salary, no commission to 20 outside salesmen 


66 \ basic objective with us at all 

. times,” says E. C. Wilson, “is 
to earn and keep the respect of our 
customers and competitors. We find 
that paying outside salesman straight 
salaries is a factor in accomplishing 
this.” 

A company policy of service and 
ethical business practice has earned 
a fine reputation indeed for Wilson 
Stationery & Printing Co., Houston, 
Texas. Part of the policy is the firm's 
compensation plan for salesmen. 

“We pay all our outside men 

straight salaries,” says Mr. Wilson, 
president and founder of the com- 
pany and a past president (1930-31) 
of the National Stationers Assn. “We 
do it because this plan fits best with 
our theory and practice of doing busi- 
ness. 
Mr. Wilson founded the business 
in Houston 41 years ago by purchas- 
ing and combining a small stationery 
store and printing shop. 

Here is some of the thinking be- 
hind the straight salary plan for every- 


>7 


own compensation methods. 
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How much you pay your salesmen is important, especially if 
the bulk of your selling is done outside the store. So also, how you 
pay your salesmen may be important to the success of your business. 
In two articles here, from Texas and California, prominent dealers 
explain two different methods of compensating salesmen. There 
are other methods, including the common one of combining 
salary and commission. And there are many different ways of 
figuring a commission. The “‘straight salary” plan and the “com- 
mission as a percentage of gross profit’ plan are examined in 
detail here for the benefit of dealers who may want to review their 


>>> >> >_>_> >» 
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one at Wilson's, including 20 outside 
salesmen, 

1. The man who does not look 
to individual sales to earn a livelihood 
is more inclined to work consistently 
for his earnings. The Houston com- 
pany maintains that to earn the re- 
spect of the public it is essential that 
everyone, including outside salesmen, 
work for the best interests of the 
customer, even though it may some- 
times mean less business, at the mo- 
ment, for the company. 

Because he works for the best in- 
terests of the customer, Mr. Wilson 
feels, the salesman is not going to 
sell a customer a larger filing system 
than he needs, for example, even 
though the customer may be willing 
to buy. He is not going to load the 
customer with office forms he does 
not need, just because the customer is 
easy to sell. In the long run, the cus- 
tomer appreciates this attitude and 
shows his appreciation by placing ex- 
plicit confidence in the salesman when 


the latter does recommend buying 
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How to Pay Salesmen 
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for Outs 


specific equipment or supplies, 

2. The salaried salesman is gy 
inclined to look beyond today's sl 
and conduct his relations with 
customer accordingly. This builds be 
ter customer relations for the Compan; 
and the salesman, and means mon 
business in the long run, the compar 
finds. 

3. Salaried salesmen have a feeln: 
of greater security and thus they sel 
naturally rather than being tempt 
to use high-pressure methods in or 
der to make a quick commission, The; 
are as much a part of the organization 
as a bookkeeper or the sales manage: 
and, feeling secure as a permanent 
member of the company, they seme 
the customer and the company better 
On the contrary, Mr. Wilson says, 
commission men are inclined to con- 
sider themselves “‘in business for them- 
selves” and don’t have the same fed. 
ing of loyalty toward the compan 
nor the same attitude toward con: 
pany rules and working hours as th 
salaried man. 

4. Salaried salesmen help tad 
other, for there is no rivalry or eny 
between them. When a Wilson sale 
man finds a prospect for a major 
item which he feels he does not knor 
as much about as some other salesman 
does, he does not hesitate to ask for 
help in closing the sale. He knows 
that his income does not depend 
this sale. Nor does the other man 
object to helping, for the time speat 
in helping another salesman does 
not deprive him of a commission he 
might be earning elsewhere. 

This, Mr. Wilson declares, is # 
highly important factor in favor 0 
salaried salesmen. The men have bees 
trained to cooperate and since all arc 
on salary they do it willingly. 

5. Salaried salesmen will push at 
sell small items, whereas when a mas: 
income depends directly on his # 
dividual sales, he logically is gol 
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concentrate on large volume, long 
fit merchandise and neglect the 
mall items which must be sold if the 
ystomer is to be served properly. 
Under the Wilson plan, even the 
st salesman in the organization 
hinks to suggest a dozen pencils if 
e sees the customer needs them, even 
hough he may be aiming, ultimately, 
: selling a thousand dollar office 
fyiture job 

6. Small customers are the life- 
od that feeds the growth of the 


mpany, Mr Wilson states, and the 


salaried salesman is more willing to 
serve small customers when he knows 
that his income does not depend 
solely on his volume of sales. He 
may spend as much time selling $10 
worth of office forms or envelopes 
as would be required to sell a set of 
filing cabinets. And he will do it 
without reluctance, because he knows 
he is doing what is expected of him 
and that his income depends on serv- 
ing small accounts as well as large 
and not on his sales volume alone, 
as with the commission system. 


Basing Commission 
on Gross Profit Pays Off 


Happier salesmen and a higher gross profit resulted when a Cali- 
fornia stationer began paying his men a percentage of profit in- 
stead of a percentage of sales. This is how the change was made 


A dopting a new system for paying 
** salesmen based on a percent- 
age of gross profit of their sales — 
faised overall gross profit by 2.9 
percent in a seven month period at 
Southern California Stationers in 
downtown Los Angeles. 

This is the report of Vernon H. 
Vallet, vice president and general 
manager of the company. 

Sales at the company are handled 
through 17 salesmen. Each man has 
his own customers and gets a com- 
mission off everything that goes to 
those customers, whether the order 
comes by phone, by written order or 
directly through the salesman. 

‘By basing commissions on gross 
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profit instead of sales volume alone, 
not only have we raised the gross 
profit margin, but the salesmen have 
become extremely profit conscious,’’. 
Mr. Vallet explains. ‘Now they are 
just as interested in the amount of 
profit produced as they are in dollar 
volume of sales. 

“Our sales in lines with high profit 
margins have increased. And in many 
accounts where the customer divides 
his business between several vendors, 
our salesmen try to get the profitable 
items and leave the close margin items 
for the competitor. 

“Every salesman has increased his 
gross profit percentage since the start 
of this program. And in many cases, 


reasons for 


These are the big 


straight salaries: better service and 
better relations with the customer, 
more company loyalty from more se- 
cure salesmen, greater cooperation 


among salesmen, and better handling 
of small items and small accounts. 

Salesmen at Wilson's are kept in- 
formed of current sales and profit 
conditions through weekly sales meet- 
ings. And the salesmen know that 
salary raises depend not only on in- 
dividual effort but 
profits 


also on company 





















Southern California Stationers moved 
about two years ago into this building, 
formerly occupied by a grain and milling 
company. There are approximately 
44,000 square feet of floor space. 


even when sales volume has held 
steady, the earnings of the salesman 
have increased. 

The new system was organized dur- 
ing monthly management meetings 


held by Mr. Vallet together with 
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The front leaf of a five-part, carbon- 
interleaved order form used by sales- 
men has extra columns at the right 
for cost information, gross profit and 
commission. 

















* 


Red Gordon, cost clerk, spent six months 
setting up two cost books listing the 
19,000 items carried in inventory. Each 
day now he adds cost information to the 
order forms brought in by salesmen. 





All desks in this overall view of the sales department at Southern California Station- 
ers are those of salesmen except for two order desks and the cost clerk’s 
desk in the foreground. 
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SPECIAL INSTRUCTIONS 








Commission on Gross 
(Continued from page 23) 


Fred Wallace, president of the com- 
pany, Ebenezer Wallace, 
vice president, and the sales man- 
purchasing head 
of the service department and the 
comptroller. 

Problems from any department are 
discussed at the management meetings 
and the outline for the new method of 


executive 


ager, agent, the 


Profits 


payment, based on gross profit, wa 
first thrashed out by the management 
staff. This particular plan was six 
months in the planning stage befor 
being put into operation. Before the 
plan took effect, it also was discusse 
with each salesman. 

“Salesmen’s compensation has 4l 
ways presented a problem to th 
dealer,” Mr. Vallet says, “because : 
good compensation plan must be fair 
to the salesmen and provide an in 
centive for them while at the sam 
time guarding against overpayment 
which might jeopardize the prolit 
picture of the company involved. 

“After studying a variety of com 
pensation methods it was decided te 
base salesmen’s compensation entirely 
on profit produced,” Mr. Vallet says 
“A new and complete cost record wa 
set up, providing accurate cost infor- 
mation on all items carried in stock 
and source and cost information on 
additional items handled on a specs 
purchase basis. This record is factu: 
in that the costs shown are true landed 
costs. And the record is available t 
the salesmen at all for cos 
information. 

“After delivery, salesmen’s orders 
are routed to the cost clerk and coss 
are entered in the columns provide 
on the form and totalled so that th 
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cost. A punched card 
ed, showing the sales- 
product line and total 
g price. 


orice and tot 
s then prep 
man’s numb 
st and sell 

These cat 


sbulating s¢ 


s are sent to an outside 
ice daily and a tabula- 
d showing daily sales 


tion is rece 

4 cost for accounting control pur- 
ses. A weekly report is received 
ving cost and selling price by prod- 
+ line for each salesman, and his 
wal sales for the week. At the end 


‘the month, the same report for the 
mplete month is received, with an 


; ‘ional sheet showing total sales 
ind cost by product line for the 
month. 
‘With this report,” says Mr. Val- 
“figuring salesmen’s 
n is simple. You merely apply the 
oper percentage (25 percent in our 
ye) to the gross profit figure for 
the salesman and the result is com- 


d 
} 
| 

d 


compen Sa- 


ssions earned.” 

This plan has a number of ad- 
antages, according to Mr. Vallet. 

“First,” he says, ‘from an account- 
ng standpoint, accurate cost informa- 
tion is always available. It provides 
in easy check for price, freight rates 
and so forth on incoming invoices 
and freight bills. 

From a buyer's standpoint, it pro- 
vides source of supply information as 
well as optional routings for savings 
in transportation costs. 

“And, of course, for sales manage- 
ment, it provides a comprehensive 
weekly report of the activities of each 
individual salesman. It enables the 
ales manager to pick out weak spots 
ina salesman’s activities and help the 
man improve his position both in 
sales and profits.” 

The cost system and tabulating set- 
up was tried out for several months 
before the actual switch was made to 
the new compensation plan. 

‘This lag allowed us to compare the 
old system of compensation with the 
new,” the general manager explains. 
We went back several months on the 
cost of and arrived at each 
man’s gross profits for those months. 
We figured his earnings on a per- 
centage of gross profits. Then we com- 
pared this figure with his earnings 
on the old basis. 

“The change in earnings varies with 
tach man. At first, for several, it 


items 
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income. But after a 
with the plan all 
began making more money than they 


meant a cut in 
short time new 
did before, because they are produc- 
ing more profit for the company. 

“The only extra cost to us is in the 
rental of a new key punch for the 
cards which go to the tabulating com- 
pany. The cards are punched here in 
our own office. We have been able to 
figure costs and punch cards with no 
additional help. 

“Then, too, we have the extra cost 
of paying for outside tabulating,’ 
Mr. Vallet points out. ‘But the total 
cost of all additional work is less than 
it would cost us to hire an extra clerk. 

Salesmen at California 
Stationers are not limited to any one 
territory. A man may work in Santa 
Monica one day and Pasadena the 


Southern 


next. “This gives us an advantage,” 


Mr. Vallet says, “because we can 
concentrate our efforts on accounts 
that have a good potential. Also, 


should the buyer change jobs and go 
to work for another company, as often 
happens, the salesman can follow the 
buyer to his new place of business. 
One man has all his accounts in Los 
Angeles, except for one in San Bernar- 
dino. But this out-of-town account is 
big enough to make it advantageous 
for the salesman to take a day for this 
one call. 





“In Los Angeles, even if there 
were 100 territories, we still wouldn't 
be able to them all. If you 
have a strict territory, you often lose 
Opportunities to get good salesmen, 
because territories would have to be 
shuffled to provide room for him. 
As it is, if we have an opportunity for 


cover 


a good man, we let him get his own 
territory, and we don't have to dis- 
turb others.” 

Southern California Stationers was 
moved two years ago from its old 
location on Venice Boulevard to the 
1498 East Fourth 
Street because a freeway was coming 
through at the old site. 

The present building was formerly 
a grain and milling company, and has 
an advantage of a siding track adjacent 
to it. Stock can be taken directly 
from a into the ware- 
house. The company sells a complete 
line of office supplies, including 
furniture and printing. The printing 
plant employs 12 persons. About two 
thirds of sales are in stationery and 
printing and one third in furniture. 

As for the company’s new system of 
compensating Mr. Vallet 
says: ‘From experience, we can heart- 
ily recommend paying salesmen a per- 


new location at 


railroad car 


salesmen, 


centage of gross profit, because it will 
produce happy salesmen and addi- 
tional profit for the company.” 


Close to $300,000 in inventory is carried by the Los Angeles firm. Office furniture 
accounts for one third of sales, stationery and printing for the rest. 
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f ast month I discussed the prob- 
lems of expanding merchandise 


assortments and their effect upon 
stock turnover and The 
discussion naturally spotlighted the 
question of choosing new items for 
our assortments. The “new 
seems to be at the heart of many 
of our merchandising problems. 

New items are vital to all retailers 
in that customers like to shop where 
they have continually expanding as- 
sortments of merchandise from 
which to choose. This factor is ex- 
tremely important in stationery 
stores which have a past history 
of dullness and sameness to over- 
come. In addition to being an im- 
portant element in the growth of 
our stores, however, new items are 
also the cause of many of our head- 
aches, 

The new item problem is not con- 
fined to stationery stores alone. 
Supermarket chains, for example, 
have found it necessary to form new 
product committees which must pass 
on the acceptability of any new item 
that a buyer has decided to buy. One 
chain discovered that not more than 
3 percent of all new merchandise 
offerings were finally accepted in- 
to their stores. 

These facts show us the serious 


profits. 


item’ 





It would be wonderful if we could find a foolproof way to decide 


which of all the many new products would add most 
tential to our merchandise assortments. Lacking such 


a dealer must develop the kind of sixth sense desc 


nature of the problem. Established 
manufacturers are diversifying, ex- 
panding and researching; new manu- 
facturers appear on the scene every 
day. It is no wonder that we some- 
become bewildered by the 
mass of goods which they are pour- 


times 

g 
ing forth. Let’s see if we can help 
clarify the picture by taking an 
analytical look at the new item 
problem. 

First of all, what is a “new item” ? 
To an _ individual 
be any one of several things. It 
can be a totally new product which 
before. Not too 
many items are new enough to fall 
into this category, but sometimes 
products are changed so completely 
that they make most existing items 
obsolete. 

Newness is much more likely to 
take the form of changes in con- 
struction, design, color, size, count, 
or even in the packaging of familiar 
products. Sometimes an item is 
“new” in effect because it is an 
old item which is just now being 
produced by an old manufacturer. 
Even an item which has 
never been stocked before by a re- 
tailer carries with it the problems 
of the new item. So we see that a 
new item can be anything which 
adds to the number of varieties of 
merchandise which we carry, 

It would indeed be wonderful 
if we could find some foolproof 
way of deciding which of all these 
new products would add most profit 
potential to our merchandise as- 
sortments. There is no formula or 
magic device which will give us 


stationer it can 


has never existed 


existing 


i ll ll ll i i i i i ee i 


rofit po- 
formula, 
bed here 


a quick answer. We can, however 
arrive at better answers if we gy. 
ganize our thinking and ask oy. 
selves a series of pertinent questions 
before deciding to add any new item 
to our line. The following questions 
should be helpful for this purpose 

1. Does the new item offer some: 
thing new and exciting to promot! 
The most essential task of the retailer 
today is that of creating excitement 
among his customers. With the e- 
pansion of national brands and mas- 
produced merchandise, all stores ate 
tending to look alike. Getting there 
first with the newest is one way of 
overcoming this sameness. It is im- 
possible to promote effectively unless 
we have something worth promoting. 
If an item seems to have excitement 
value, it will pass this first and mos 
important test. 

2. Will the new item satisfy an e- 
panding demand and create a més 
market? Not many of us can afford 
the luxury of carrying merchandise 
which is wanted by only a few aus 
tomers, unless these customers ate 
big buyers. It is easy to fall into the 
trap of stocking items which have 
limited appeal. There is no end to the 
number of items of “now and then” 
demand, but this is the sure road t 
stock assortment problems. Successful 
retailers do not let themselves b 
dominated by a few customers. 

3. Will the new item duplicate 
items which you presently carry ? What 
we are really after when we add a 
new item is more business. If we sift 
ply add another brand of something 
we already have in stock, we may no 
be accomplishing anything at all lt 
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» new item merely spreads our 
existing sales volume out over more 
ems, we have done nothing con- 
enctive. Our stock-turn rate is sure 
» suffer from this kind of assort- 
nent expansion. 

Unfortunately, competition some- 
imes forces us to add a new item 
sa defensive measure. In this case, 
se may have to expand merely to hold 
at present sales position, There is 
» remedy for this kind of assortment 
apansion, but we can avoid trouble 
y being certain that the new item 
s absolutely essential to our opera- 
tions. 

4, What costs are involved in add- 
ng a new item? There are many 
\inds of costs and expenses which 
my be incurred when we add new 
ems of merchandise. First, there is 
he cost of space. One new item may 
not seem to create a space problem, 
wut taken in total, the addition of 
sew products may lead to a need for 
apanded facilities. There may also be 
wsts arising from increased merchan- 
lise investment, special kinds of han- 
dling costs, and a host of other pos- 
sible expenses. Careful analysis of 
probable costs may make a proposed 
item seem less attractive. 

5. Is the proposed item a good buy 
‘or our customers? Customers depend 
upon us to act as their purchasing 
agents. They will lose confidence in 
us unless we make sure that new 
products are high in quality, offer 
2 good value, and will perform a 
service for them. The aspect of serv- 
to the customer is of growing 
mportance in our expanding economy. 
This is especially true where opera- 
‘ing supply and equipment items are 
wvolved. A business form, for ex- 
imple, must be more than just a 
good product. It must make the job 
fasier and less expensive for the cus- 
tomer, 
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Consulting Editor 


, 
by Gordon @. Cross, PhD. 


6. Will the new item help us to 
trade up? Trading up is one of the 
most important elements in sales ex- 
pansion. One way to trade the cus- 
tomer up is to offer him higher 
price lines of existing classes of items. 
The prosperity of the past few years 
has often found the customer ready 
to trade up before the supplier was 
ready to accommodate him. Most 
people have most of the things they 
need as far as quantity is concerned. 
Our future expansion must go into 
better quality goods as well as into 
more goods. We must, however, be 
sure that we give really better values 
and not simply add higher price lines. 
Higher prices do not always indicate 
better goods. 

7. If the newness is in the size, is 
the new size really needed? Manv- 
facturers, too, are trying to trade up. 
One way they attempt this is by add- 
ing new sizes of their products. We 
have economy sizes reaching all the 
way to “giant”, “mammoth”, and 
‘colossal’. New sizes may contribute 
to the welfare of our customers in 
some items, while in others they may 
be completely unneeded. Expanding 
our assortments with too many sizes 
can cause severe inventory problems. 
We must not allow ourselves to be 
influenced too greatly by our sup- 
pliers. 

These seven questions cover the 
most important points on which we 
can judge the profit production of 
new items. There are many more 
questions, however, which may have 
special bearing on specific items or 
situations. Some of them are mention- 
ed here briefly. 

Does the new product fill a gen- 
uine need? Is it really superior to ex- 
isting products? Is it well packaged? 
Is there an introductory advertising 
program by the manufacturer? Does 
the introductory plan include point- 





of-sale promotion? Does the manu- 
facturer offer co-operative advertising ? 
Can you order in quantities which 
are economically sound? Does the 
supplier offer to share the risk with 
you? Is the supplier known to have 
integrity? How will the new item 
affect the sales rate of existing items 
in our inventory? Is this the right 
time to buy the proposed new item? 
Can we get an “exclusive on the 
item? Is the profit margin satisfac- 
tory? 

It would be possible to go on and 
on with questions of this kind. At 
the very least they show us that the 
new item question is a very com- 
plicated one. We should always keep 
in mind that a very high percentage 
of new products which appear on the 
market are failures right from the 
start. Many others never achieve more 
than temporary success. These are the 
facts that make us pause and con- 
sider. 

When we have applied all the 
tests to a new item and have decided 
to buy it, there is still another step 
to be taken. We should then examine 
our stocks carefully to determine 
whether the new item will make any 
of our existing items obsolete. If it 
appears that it may do so, then we 
should focus our attention on the 
stock of the existing item and try to 
work it out as quickly as possible. 

Wherever inventory problems exist, 
the causes are usually found to be 
these: (1) Indiscriminate purchasing 
of new items, (2) Continued stock- 
ing and purchasing of obsolescent 
items, and (3) Accumulations of pro- 
motional leftovers. All of these are 
more or less connected with new 
item merchandising. 

We must try to evaluate new items 
in this light, always remembering that 
they are often our best opportunity for 
achieving customer excitement. | 
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A new service for industrial accounts was developed when a Detroit 
stationer sought ways to get more mileage from his store’s mechanized 
accounting equipment. Now punched cards control the inventory of 


customers who buy office supplies on an annual contract basis 


( “y of the unhappy facts of life 
with which many office 
plies salesmen have to live is the 
tendency of some industrial pur- 
chasing agents to regard them as 
“nuisances.” This is understandable 
when a purchasing agent is nego- 
tiating for carloads of and 
you have come to sell him pencils 
and paper clips, as vital as these 
things are to office operation. 

Gregory & Leonard Office Equip- 
ment Co., Detroit, Mich., has taken 
its sales force out of the “nuisance” 
category in the minds of many cus- 
tomers by providing the customers 
with an effective, trouble-free of- 
fice supplies inventory control 
method. 

“By doing this,” says William B. 
Gregory, the firm’s board chairman 
and sales manager, “we are develop- 
ing contract sales with industrial ac- 
counts where we scarcely were abl« 
to bid on single items in the past.” 

By introducing its inventory con- 
trol system into the sales picture, 
Gregory & Leonard enables cus- 
tomer purchasing agents to obtain 
an attractive price and at the samc 
time escape the time consuming 
month-to-month decisions necessary 
on many minor purchases. In effect, 
a valuable new service becomes a 
major consideration in the purchas- 
ing of office supplies. 

The plan now being presented by 
Gregory & Leonard salesmen 
throughout the Detroit area is the 


su p- 


steel 
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This Dealer Control: 
Customer Inventories 


brainchild of Harold B. Speicher, 
president of the company. It was 
developed as an adjunct to the 
punched-card data 
ventory control system which had 
been introduced within the com- 
pany. The theory was that more 
widespread use of the punched-card 
facilities would help amortize the 
cost more quickly. Favorable early 
reception to the customer inventory 
control system indicates that it may 
generate great sales vitality 
that this use of mechanized account- 
ing will become at least as impor- 
tant as the internal use for the 
store’s Own inventory control. 

“The acceptance of contract sales 
techniques by office supplies cus- 
tomers and the ability to make them 
work on the part of the dealer 
represents a major breakthrough in 
our industry,” according to Mr. 
Gregory. ‘This has been the goal of 
many office equipment firms for 
some time. But the cost of maintain- 
ing the records made the service too 
expensive either for the customer or 
the dealer. 

“With this in mind,” he adds, 
“you can judge the sales impact of 
our ‘Speicher System of Customer 
Stationery Inventory Control.’ The 
accuracy and speed of punched-card 
accounting have helped build this 
program into a sales-maker which 
brings us year-long contracts on a 
wide range of office supplies.” 

Mr. Gregory views the new sys- 


processing in- 


such 


tem as a new and desirable gals 
approach for the office supplies 
field, noting that this is a field in 
which price now is the only gn. 
sideration in most 

“With frequent overlapping of 
accounts,” he says, “sales deteriorate 
into a battle of the biggest dis. 
count. The effort involved ip 
evaluating the various deals being 
offered commonly occupies the tim 
of a purchasing agent who has more 
important things to consider.” 

It all started when Gregory & 
Leonard began using a card-punch- 
ing unit for its billing and inventor 
management. In a job for which six 
persons formerly were needed to 
carry out the clerical and inventory: 
counting duties, one operator nov 
prepares invoices from custome! 
orders by using a master file of cus 
tomer cards and inventory item 
cards. The billing process is highl 
automatic. The operator need onl) 
select the proper cards and pund 
keys for the invoice number, qua 
tity and sales price. 

The rest is handled automatically 
— typing of the invoice, simultane 
ous typing of an entry in the dal 
transaction report, and regeneration 
of the system by punching updatee 
cards to be replaced in the file. 

“Floating” maximum and mitt 
mum order points have been estab 
lished for each of the items in te 
store’s inventory. The unit is pt 
grammed to indicate on the invoi 


cases, 
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Harold B. Speicher, president of Gregory & Leonard, checks over a deck of punched 


cards with the operator of the firm’s mechanized accounting unit. The one-person 
procedure has replaced a manual cycle inventory system that required six persons 
ond failed to provide accurate controls. 


when either of these points has been 
reached. the order points 
fluctuate from month to month on 
the basis of sales history and current 
trends, the buyer is able to check 
through his invoice copies for the 
warning signal to decide which 
items must be expedited in order 
to maintain the proper stock status. 

Invoice detail cards are forwarded 
t0 a machine service bureau in 
Detroit to be summarized and to 
Process management reports. In ad- 
dition, the system is geared so that 
the service bureau’s machine ac- 
counting equipment automatically 
selects items due for reordering at 


the end of the month and prepares 
the purchase orders without any 
further attention the dealer’s 
office staff. 

Basically, this is the same type of 
inventory control system that is be- 
ing made available to Gregory & 
Leonard customers. 

“We are offering this perpetual 
inventory, maintained by us and 
reported to them at regular inter- 
vals, without any extra charge,” says 
Mr. Gregory. “There is a stipula- 
tion, of course, that whatever office 
supplies the customer buys from us 
will be bought on a year’s con- 
tract basis at volume prices. 


Since 


from 
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“The customer understands from 
the outset that Gregory & Leonard 
accepts the responsibility for main- 
taining stock at the levels set by 
the customer. While we will advise 
him of those items on which to ad- 
just his stock ordering figures, any 
deliveries made beyond the estab- 
lished levels will be taken back by 
us.” 

To get the inventory control sys- 
tem under way for a 
Gregory & Leonard takes a physical 
inventory of the items to be in- 
cluded in the system. Punched cards 
representing those items then are 
prepared and placed on file at the 
store’s office. Periodically, the cus- 
tomer sends the store the requisi- 
tions used within his own organiza- 
tion to draw 
stockroom, These are processed at 


customer, 


material from _ his 
Gregory & Leonard in much the 
same way the store handles its own 
orders. As a result, new inventory 
balance cards are created for the 
customer. 

The outside 
these cards to 
written reports 
monthly basis 
tomer the stock 
his items. 

Thus, the customer has the op- 
portunity to review the entire pro- 
gram by means of the printed in- 
ventory reports and purchase re- 
ports which also are written by the 
service bureau. These can be broken 
down to a departmental level, if the 
customer desires, showing him usage 
of materials in his company. Stock 
replenishment is each 
month and the only paperwork that 
must be provided by the customer 
is the stock 

“We have found’, Mr. Gregory 
says, “that as a sales tool this sys- 
tem leaves little to be desired. In 
effect, it sells itself. There are few 
purchasing agents who will argue 
with the point that while business 
has modernized and automated its 
internal operations, it is still ob- 
taining its purchased materials with 
a horse-and-buggy 
livery to the old back door. In this 
context, it is not hard to sell the 


bureau 
prepare machine- 
on a weekly or 
showing the cus- 
of each of 


service uses 


status 


automatic 


requisition, 


system of de- 
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advantages of writing one purchase 
order instead of 12 or more a year 
for office supplies. 

“Nor are there 
field,” he adds, 
the opportunity to rid themselves 
of the frequent rush 
which arise because 
item is discovered to be out of stock. 


many in this 


“who would resist 
situations 
some minor 
We are selling cost, as well as con- 
venience. The 
emergency pick-ups, the funds spent 
on maintaining whatever accuratc 
inventory records are kept in this 
field and the lost footage created 
by inadequate stockroom supervision 
all are areas in which we can save 
a customer money, 

“Invariably, we are asked whether 
there won't be situations in 
customers will be able to 
money by purchasing items from 
other sources. Natrually, the answer 
must be yes,” says Mr. Gregory. 

“But the big selling point is that 
— in spite of such situations — we 
are able to guarantee that at the end 
of the contract period a customer 
will find on careful analysis that 
our inventory control system has 
saved approximately 20 percent to 


dollars wasted on 


which 


Save 


The Detroit firm's mechanized system is used internally for 
billing and inventory control and also as a sales tool with 


industrial accounts. 


Here the operator selects a pre-punched 


50 percent on his total purchases. 
This will be evident in reductions 
of overall office supply costs. The 
problem is to demonstrate that in- 
voice costs represent only a portion 
of the situation. Our point is that 
if tightened controls on office sup- 
plies handled by Gregory & Leonard 
can mean the reduction of a stock- 
room staff by one person, that in 
saving of $3,000 to 
$5,000 a year in the office supplies 
area. 

“As might be expected, resistance 
is encountered by our salesmen in 
some quarters. Although _ purchas- 
ing agents on occasion sense the 
value of the system to their office 
and bring the program to their man- 
agement, whatever resistance is en- 
countered usually comes from the 
purchasing agent who is wary of 


itself is a 


eliminating his own job. At times 
a man may be reluctant to yield 
what he feels to be a sphere of 
authority to a vendor. 

“We are having good results, how- 
ever,” says Mr. Gregory, ‘in demon- 
strating to purchasing agents that 
will many 
hours of routine and repetitive ef- 


this system eliminate 


inventory balance item card from the file on the basis of a 
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fort spent on of fice supplies and 
enhance their positions within thei 
own companies by giving the, 
more time for creative and analytic; 


work. The clearest demonstratio, 
we can make of this point js th 
fact that it is exactly what hy 


taken place within our own cop 
pany. At the management ley 
there has been widespread accept. 
ance of this plan and our succe 
has been the greatest in COmpanics 
which we have approached frop 
this direction. 

“The effort that has gone int 
this customer inventory control pro: 
gram has been well spent, we fe¢l 
Our machine accounting program 
has made the mechanics of the gy. 
tem possible. In turn, the system js 
helping us — and the office sup. 
plies industry in general — 
achieve greater stature in the eye 
of our customers. While there are 
few dollar signs attached direct 
to the prestige involved in this new 
viewpoint, it is undeniable that ad- 
ditional sales are resulting because 
we are supplementing our merchan 
dise with a valuable 
will benefit the customer.” 





customer's order. One of the typewriters at the right oule 
matically creates invoices on eight-part continuous forms 
the other keeps a running tally of the day’s tra 

(Photos courtesy IBM Corp) 
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) tice is too often the biggest factor 


in determining how large a 
quantity of merchandise to buy. But, 
as many a dealer has learned to his 
sorrow, price can never be the sole 
determining factor. Where nothing 
else is considered, losses often result. 

The question of just when quantity 
is a good buy has to be answered in- 
dividually for every specific oppor- 
tunity which arises. Each case must 
be studied with a variety of variables 
in mind. 

Herewith are other factors to con- 
sider in every decision on whether the 
special price offered on a quantity 
purchase is a good buy. 

1. Routine and continued demand 
for the product must always be taken 
into account. If the demand is spotty 
or seasonal and it will take an excep- 
tionally long time to move the stock, 
then there is a good chance that the 
original “savings” will vanish in 
scores of different ways. 

2. Danger of obsolescence is ever 
present in this day and age. Such a 
situation can leave one with a huge 
quantity of merchandise which no 
one wants to buy at any price. The 
dealer who keeps abreast of new in- 
ventions, new office techniques and 
new market developments can avoid 
most of the danger of obsolescence on 
purchases, but unless he keeps the 
factor in mind when the quantity pur- 
chase is being considered it may g 
unnoticed. Even when a dealer has 
no definite knowledge of this point, 
he sometimes can entertain a healthy 
suspicion that the seller does have 
such knowledge. 

3. Earning capacity of the firm's 
funds must also be taken into account 
in quantity purchases. In many in- 
stances the large quantity purchase in- 
volves a considerable sum of money 
and these dollars may be tied up in 
slow-moving merchandise over an ex- 
tended period of time. It is wise to 
consider the earning capacity of these 
capital funds when put to other uses 
in the firm as compared with the 
savings that may be secured through 


20 


their use for the quantity purchase 
under consideration 

4. The storage factor must not be 
overlooked. A dealer gains nothing 
if he makes volume purchases because 
of an attractive price and then has to 
spend high rental dollars to secure 
the extra storage space needed to pro- 
tect the merchandise. Added insurance 
costs and deterioration in storage are 
other points for consideration. 

5. Possible market 
price on the merchandise itself should 
be weighed as carefully 
There is no way to learn of price 


chan ges m 
as possible. 


changes in advance, but there are 
trade indexes which can be used as a 
guide. If particularly low prices are 
offered on a quantity purchase, it’s 
possible the seller has inside informa- 
tion on pending price cuts. Impert 
situations bear watching these days 
Some merchandise may become avail- 
able at prices even below the quantity 
discount being offered today. Resale 
value merits consideration, should it 
become necessary for one dealer to 
dispose of his stock to another. And 
thought should be given to whether 
tomorrow's profit margins will be 
the same as today’s. The change-of- 
price possibility, of course, is one 
that can work in the dealer's favor 
as well as against him. This sometimes 
makes the timing of a quantity pur- 
chase important. 

6. Maintenance of quality in evety- 
thing he buys is essential if a dealer 
wishes to keep a good reputation for 
his business. If quality is the price 
to be paid for a quantity discount, the 
price may be too high regardless of 
the dollars and cents cost. In addition 
to the quality of the merchandise, a 
dealer will consider the 
amount and the quality of the service 
that comes with the sale in the form 
of dealer aids, national brand adver- 
tising and efficient delivery 

Each of the foregoing points affects 
a dealer’s answer to the question of 
just when is quantity a good buy. All 
of them should be considered along 
with the obvious price factor. 


want to 
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Exterior and interior views show the store front and part of the main 
floor of the Hartford firm which is observing a birthday this month. 


DIVERSIFY and Grow 


When you are running a large commercial store, 
Gustave Fischer believes, it is necessary to include in 
it departments which will act as fillers during months 


when business 


in other lines 


is down. He tells 


what this has meant for his 60-year-old Hartford firm 


—? build a more stable busi- 

ness by diversification’ — this 
might well be the official operating 
philosophy at the Gustave Fischer 


Co., Hartford, Conn. Founded in 
March, 1899, the firm has grown to 
become one of the largest, most 
respected and firmly established sta- 
tioners in the New England area, 
now employing 40 persons. 

Diversification at Gustave Fischer 
Co. has not meant any change in the 
basic approach that the firm has al- 
ways taken to the stationery field — 
that of the specialists in both products 
and services offered. The result is a 
well rounded business, in which each 
department balances and complements 
the others. 

“Our firm’s interest in diversifica- 
tion is not a recent development,” 
explains Gustave Fischer, founder and 
president. “Of our major departments, 
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William Blech, left, is store manager 
for the 60-year-old Gustave Fischer Co. 
in Hartford, Conn. The firm’s founder 
and president, Gustave Fischer, right, 
says the business climate in his city has 
never looked better. 


none are of particularly recent vin- 
tage, although all 
stantly expanded.” 

In addition to the office supply 
and office equipment departments, 


are being con- 


which are the mainstays of the bus 
ness, the firm maintains major depart. 
ments specializing in business m- 
chines, photographic supplies and 
equipment, and drafting supplies The 
oldest of these is the one ae 
department, which has been willi'the 
firm almost since the beginning/ The 
photography department was él 
lished a good 40 years ago, bubis 
principal growth has been inte 
World War II. Today it is the major 
outlet for both commercial ad 
amateur supplies in Hartford. 

“Our experience has been,” & 
serves William Blech, manager of the 
store, “that all of our departments te 
in closely with one another. Even ou 
photography department, which lus 
been run independently of the rest 0! 
the store for the most part, has 
tained an increasing importance for 
our stationery business since the rist 
of copying machines. We were amon; 
the first in Hartford to handle phot 
copying equipment, and we séll # 
through our photography departmet 
The previous experience we gained © 
photographic equipment has beet ! 
big help to us.” 
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The philosi hy behind departmen- 
sjastion 1s | ly summed up by Mr. 


ech is a Way that every dealer will 


oderstand. 

“When you are running a large 
gmmercial store,” he says, “it is 
seessaty to in lude in it departments 
which will act as fillers during months 
shen business in most other lines is 
jwn. Our photography department 
sas good an example as any of this 
spe of department. Stationery busi- 
ws, in just about all parts of the 
ountry, takes a noticeable dip during 
te summer months. On the other 
und, the photographic supplies and 
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equipment business with both ama- 
teurs and professionals, but primarily 
amateurs, has its peak months between 
May and October. This makes it an 
ideal supplementary line. Of course, 
sales of photographic equipment are 
substantial even during the winter 
months, particularly when you are 
concentrating on the commercial 
photography business as we are.’’ 
The photography department is 
sufficiently important to Gustave 
Fischer Co. to be given a prominent 
part of its main sales floor. The de- 
partment employs three outside men 
who sell photographic supplies full 





Furniture display floor was remodeled and enlarged two years ago. 





time, writing up a good business with 
firms and commercial 
photographers. They are the only 
salesmen who do not 


industrial 


handle - sta- 
tionery lines. Sales specialization of 
this kind is limited to the photography 
department. 

But growth in the photography 
business has not been out of propor- 
tion to growth in the other divisions 
within the firm. Two years ago, for 
instance, the president and manager 
cut the ribbon for the opening of a 
completely remodeled and enlarged 
furniture display floor at their down- 
town location. Furniture shipments 
have been made in recent years to 
points as far away as Florida and 
Colorado — mostly to branch offices 
of firms based in Hartford. 

“I guess we're an old enough and 
well-established enough firm now,” 
says Mr. Fischer, ‘‘not to have to 
worry unduly about retaining our 
position in the stationery business in 
Hartford. But we don't like to rest 
on our laurels. As long as business 
expands, we will expand with it 
if only to give better service to the 
needs of our customers. 

“The business climate in Hartford 
has never looked 
Fischer Co. can look to greater ex- 
pansion in the future years than ever 
before.” 


better. Gustave 





Photo department, occupying a large 
part of the main sales floor in the rear 
of the building, is one example of a 
supplementary line that keeps sales vol- 
ume high during normally slack summer 
months. 


























NSOEA Sales Managemenser 


Dealers at the first of six courses on sales management were pleased 
with the case history method of studying industry sales problems 
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Atlanta; James P. Langston, Miller’s Book & Office Supply (0, 
dtable discussion are, J. C. Campbell, Commercial Sta- Atlanta; John Sorenson; Lauren C. Hand, Delray Book Shop, 
slonery & Supply Co., Chattanooga; H. E. Monroe, Jr., Busi- Inc., Delray Beach, Fla.; Homer Lay, NSOEA, Washington; 
ness Equipment Co., Huntsville, Ala.; Gayle M. Denny, Tran- W. B. Webster, Brunswick-Balke-Collender Co., Chicago; 
sylvania Printing Co., Lexington, Ky.; Arthur Hubert, Jr., John Richard M. Penegar, O. G. Penegar Co., Gastonia, N. ¢; 
H. Hgrland Co., Atlanta; William D. Harris, Ivan Allen Co., Douglas H. Russen, Zac Smith Stationery Co., Birmingham. 





t's seminar time for the National NSOEA manager and currently a full- —_ at the Georgia Center for Contifing 


Stationery and Office Equipment time consultant. Education at Athens, the Shamfod 
Assn. “We've dug up good case histor- Hilton at Houston, and Del Maat 
The long-awaited program tailored ies, the kind we all run into in the Lodge, Pebble Beach, Calif. The fim! 


for the industry got under way in 
January and sales-minded executives 


three will be held Feb. 22-272 
Oberlin Inn, Oberlin, Ohio; March 1- 


ordinary week's business and we have 
made them the subject matter of these 


from around the country are going seminars,” Mr. Burbank said during 6 at the Town House, Omaha, Ne; 
to school in Georgia, Texas, Cali- the opening class at Athens, Ga. “I = and March 15-20 at Hotel Hi 


fornia, Ohio, Nebraska and Pennsyl- 


heard one man say here that if he A seventh session in British 


vania, They're “boning up’ on the 
problems of the order-taker and the 
good salesman who just will not sell. 

The series of six identical courses 
was put together by NSOEA in co- 
operation with Harbridge House, Inc., 


had to give up the manual supplied 
with the course he would sincerely 
regret it. We're putting the emphasis 
on work, work and more of it in this 
program.” 


Members of the first week-long 


bia, Canada, was canceled and 
bined with the one in California 
Although registration was li 
to 30 for each course and rested 
to NSOEA member firms, half@ 
the seminars had been sold out ¥ 





of Boston. class had similar comments in praise the first of the year. ey 

“It's got more meat in it than of the course and the way it has been Conducted by Paul Ignatius an cdl 
any seminar program we have ever tailored for the industry. Michael Sanyour of Harbridge Hous, } ettevin, 
offered,’ said Paul Burbank, former The first three seminars were held the daily sessions open at 8:30 am § ville, s. 
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iad remain in session until noon, with 
fhe exception of a mid-morning cof- 
fe break. Afternoon sessions run 
fom 1 to 5 p.m. 

Registration at the Georgia seminar 
was at its maximum of 30, represent- 
ng big-name firms from throughout 
te Southeast and other companies 
‘om as far away as Canada and Cali- 
fornia. 

One of the dealers, James M. Smith, 
jt, of P. K. Smith & Co., St. Peters- 
turg, Fla., remarked that it was ‘‘one 
if the finest business meetings for 
taining purposes I have ever seen. 
The material is extremely well plan- 
wd and it was well worth a 550- 
nile drive to attend.” 

"We've had a very interesting 


J. Fred Matthews, center foreground, of Greenville, $. C. turns to Tom D. Hatcher, 
Fayetteville, N. C. to pursue a subject being discussed by the instructor, Paul R. Igna- 
tius, Harbridge House, Inc., Boston. Next to Matthews is H. F. Monroe, Jr., of Hunts- 
ville, Ala. 


suites view of the Athens roundtable shows, left to right, burg, Fla.; Paul Burbank, NSOEA Consultant; William J. Lawing, 
- B. Webster, Brunswick-Balke-Collender Co., Chicago; John Kale-Lawing Co., Charlotte, N. C.; Michael Sanyour, lecturer 


Sorenson; 
etteville, 


Tom D. Hatcher, Jr., Hatcher’s Office Supply, Fay- from Harbridge House, Inc., Boston; Dave Thompson, Thompson 
N. C.; J. Fred Matthews, Harper Brothers, Green- Office Equipment Co., Fort Lauderdale, Fla.; and H. F. Monroe, 


ville, $. C.; James M. Smith, Jr., P. K. Smith & Co., St: Peters- Jr., Business Equipment Co., Huntsville, Ala. 
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Coffee tasted good to James M. Smith, Jr., of P. K. Smith 
Company, St. Petersburg, Fia., and Home Cothran, Lee Office 
Supply, Dalton, Ga., following an hour and a half morning 


meeting. 


week’s work,” said William J. Law- 
ing, of Kale-Lawing Co., Charlotte, 
N. C., “and I hope to be able to put 
into practice some of the things I've 
learned. The course is extremely well 
planned and the association with other 
dealers has helped a great deal.” 

This comment was echoed by John 
Nipe of Coastal Business Machines, 
Hollywood, Fla., who said, “I’ve got- 
ten not only good ideas from the case 
histories but a lot of good ideas in 
talking round-table fashion with the 
other dealers here.” 


J. Fred Matthews, Harper Brothers, Inc., 





Left to right, during class, are Sam J. Orr, National Blank Book Co., Atlanta; C. 6. 
Taylor, Pound & Moore Co., Charlotte N. C.; John Nipe, Coastal Business Machines, 
Hollywood, Fia.; Chris Edmisson, Micropoint, Inc., Sunnyvale, Calif. 


Greenville, 





s. C., 


Cc. G. Taylor, Pound & Moore, Inc., Charlotte, N. C., and Lauren 
Cc. Hand, Delray Book Shop. Delray Beach, Fia., take a ‘“‘pause 
that refreshes” in Georgia, home of Coca-Cola. 
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John Nipe, Coastal Business Machines, Hollywood, Fla,, on 
Walter Johnson, Tucker & Johnson, Inc., West Palm Beoch, 
Fla., review some of the case histories discussed at a morn. 
ing session. 


After a hard morning's work, it’s necessary to stop for nourish 
ment. Homer Lay, of NSOEA, Washington, D. C., Douglas 
Russen, Zac Smith Stationery Co., Birmingham, Ala., and f. 
M. Colbert, Grand & Toy, Limited, Toronto, Canada, check * 
luncheon menu. 
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266A Coffee Set 
24 napkins/20 saucermats 
$9.60 dz. Unit 1% dz. 


$7.20 dz. Unit 4 dz. 





502A Sandwich 
Mats (16) 
$7.20 dz. Unit 14 dz. 






OTHER ITEMS AVAILABLE IN LILAC: 


























Saucermats (36) 349/2M Cocktail 154/1 Luncheon Cellopack (18) 
20 dz. Unit 4 dz. _—s napkin box Nie $2.20 dz. Unit 1 dz. 
a $7.20 dz. Unit 14 






: 154/2 Cocktail Cellopack (18) 
2%67A Cocktail Set 263B Guest Towels $2.20 dz. Unit 1 dz. 
24 napkins, 20 coasters (20) 1007M Double Decker 
$8.40 dz. Unit 14 dz. $7.20 dz. Unit 1% dz. 30 cocktail / 
30 luncheon napkins 
We have apparently educated and trained our customers always $10.80 dz. Unit 1% dz. 


toexpect something unusual, different and timely from us. Prob- 
ably, we have used more flowers as a decoration on our party 
‘paper goods than have been used in toto by our industry or any 
other. You, dear folks, our readers, always ask us every year: 
“What is the big, new creation this time?” Our answer for Spring 
1959 (or for that matter for all year), is Lilacs, Lilacs and — { your operation is small, may we point out 


more Lilacs. that we just cannot execute an order for less 
We do not take undeserved credit when we claim that in quality, than $35. 

and artistic treatment, our line brings you the kind of merchan- 

dise and packaging that Mrs. America just cannot resist. It may 

t you to know that the president and treasurer of our 

Ompany (who are not exactly geniuses either), with the assist- 

ance of five European manufacturers (for whom we are exclusive 

agents in the U.S.) have worked a whole year to create what we 

believe is the loveliest, most attractive, and tempting merchandise ’ F 

that you can offer your trade in mere paper. Look for us at all major gift shows and 


You owe it to your self and your customers to “jump” on the Lilac be sure to send for our complete catalog. 
Bandwagon with us. 







FREUND-MAYER & CO., inc. 





230 FIFTH AVENVE -§ NEW YORK 1, NM. Y. 
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N. Y. Combined Dinner 
Scheduled for March 12 


The annual combined dinner of three 
industry groups in New York has been 
scheduled for the evening of March 12 
at the Brass Rail Restaurant, 40th Street 
and Park Avenue. 

Jointly sponsoring the affair are the 
Metropolitan Travelers Club, Region 13 
of NSOEA, and the Stationers Associa- 
tion of New York. The Travelers will 
be hosts at a Hospitality Hour from 
6 to 7 p.m., preceding the dinner. 

Speakers will be O. F. Richardson, 
sales manager of Minnesota Mining & 
Manufacturing Co., on “Our Present 
and Future in Sales’’ and Charles M 
Mortensen, general manager of NSOEA, 
on the topic “Looks Can Be Deceiving.” 

Tickets are $5. Checks and reserva- 
tions can be mailed to the Metropolitan 
Travelers Club, 801 Second Avenue 
(Room 405), New York. Members of 
the dinner committee are Martin M 
Moldow, Emil Contreras, Herbert Gray- 
son and Arthur Freidland. 


New England Travelers 
Elect Dunne President 

John J. Dunne was elected president 
of the New England Travelers Club 
at the group’s annual election meet- 
ing. He succeeds Russell Paquette, who 
remains a member of the executive com- 
mittee. 

Other officers are Joseph P. Sheehan, 
first vice president; Charles Lusteck, 
second vice president; and George Kan- 
dres, secretary-treasurer. Serving with 
Mr. Paquette on the executive committee 
are David Keir, Ralph Gerard, Daniel 
Hurley, Charles L. Crowley, Robert 
Jacob and Jack Manning. 

The club made plans to host a gala 
social hour in advance of the Valentine's 
Day banquet of the Boston Stationers 
Assn. 

With his election as president, Mr. 
Dunne has turned over the editorial 
work on the New England Travelers 
news bulletin to Joseph Sheehan at 69 
Summer Street, Boston. 


New Building Planned 

The firm of Rosser & Sutton has pur- 
chased two corner lots in Yakima, Wash., 
for construction of a new’ two-story 
building to measure 80 by 100 feet. 
An adjacent area, measuring 60 by 100 
feet, will provide room for off-street 
customer parking. 
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PRESSTIME NEWS 


The first Sales Institute of NOFA’s (National Office Furniture Assn.) 
ern California Chapter will be held from 9 a.m. to 5 p.m. on Tuesday, F 
24, at the Biltmore Hotel in Los Angeles. Dr. JosEpPH W. THOMPSON of Midge 
igan State University, who conducted a sales clinic at last year’s national NOFA 
convention, will be the director, concentrating his remarks on sales techniques, 
motivation and creativity in sales training. GrorGE D. NIELSON of Dray 
Co., chairman of the one-day session, announced that tuition is $10 for NOFA 
members and $12.50 for non-members, including luncheon. 


* * * * * 


EARL SToRy, governor of District 9 of the National Stationery and Office 
Equipment Assn. and president of Story-Wright, Inc., Tyler, Texas, died yp. 
expectedly January 19. 

The deaths of two Milwaukee stationers were also reported in late January 
LEONARD W. LOTTER, 75, president of the H. C. Miller stationery and office 
supply firm died January 27 and Harry W. Brown, 72, president and treasurer 
of the H. W. Brown Co., stationery and gift shop, died a week earlier. 

Other recent deaths: HARMON W. KOCHEISER, 84, president of the Charles 
Ritter Co., Mansfield, Ohio; BERNARD J. HAMILL, 30-year veteran in the duplicat- 
ing field and for the past nine years a Midwest sales rep for Wolber Duplicator 
and Supply Co.; and RopertT C. MuNROE, chairman of the board of 6. & ¢ 
Merriam Co., Springfield, Mass. Mr. Munroe had been with the Merriam com. 
pany since 1898 

+ x . * * 


CoRTLAND B. Horr, sales manager of Associated Stationers Supply Co. 
Chicago, was recently elected president of the Chicago Executives Assn. for 1959. 


* * * * * 


The Stationers Association of New York, Inc., has announced removal of 
its office to 485 Fifth Avenue, Room 501, New York 17, N. Y. 


* * * * * 


ROBERT GOLDMAN, president of Central Office Equipment Co., Springfield, 
Ill., recently received a Jaycee distinguished service award as the outstanding 
young man in the city for his community service activity during the past year. 


* * * * * 


The Dallas Gift Show, with extensive stationery exhibits, opens February 22 
for a five-day showing to buyers of the Southwest. There will be more than 75 
stationery exhibits at Memorial Auditorium. At least 5,000 buyer-member pre 
registration cards were to be mailed out before show time. The 56th semi-annual 
New York Gift Show, with 700 exhibits in all, will be open the same week at 
the Hotel New York and Trade Show Building. 


* * * * * 


Merchandise prize winners in the Old Prospector sales contest by Carter's 
Ink Co. have been announced as BARTON CHILDRE of the A-1 Typewriter Cog 
JEROME ROBBINS of the Robbins & Shaffer Co.; MEL SMITH of Bush's Reseda 
Stationery; RoBERT BELL of Chaffee Sales; and Jim KINGCAID of M. L. Bath 
Their respective Carter's salesmen are JACK GRANT, CHARLIE LusTECK, MIT 
DRAPKIN, DoN WHITE and GAYLORD COOPER. More than 1,400 entries Wert 
received. . 

* * * * » & 

The Stationery and Office Equipment Guild of Canada is holding 
series of one-day regional meetings. During afternoon and evening conf 
dealers are able to discuss operating problems; Guild objectives and projects 
explained, and dealer personnel are given a sales message. 


MODERN STATIONER, MARCH, 1959 





























Bulman-equipped interior of Spencer’s, Inc., Gastonia, N. C. 


\| “Bulman increased our business 50% 


Office 


“ in the first month!” 


plicat- 
icator 
ac Another pleased customer reports on Bulman ‘‘Personal 


com. Planning’’. “Sales increased by 50% in the first month after 
installation of Bulman equipment”, writes A. M. Spencer, Jr., 
vice president, Spencer’s, Inc. of Gastonia, N. C. “Bulman 34,000 STORE INSTALLATIONS 
planning and equipment increased our display space 35%. 
We feel that in the future we will be able to keep our shelves 
stocked more easily and be able to do more business with less 
inventory.” Bulman “Personal Planning” and equipment pro- 
duced for Spencer’s, Inc. Your Bulman representative will 
show you how they can produce for you,too. Call him today 
or write Dept. M. 


“LEADERSHIP BUILT ON THE RESEARCH 


AND EXPERIENCE OF OVER 


THE BULMAN CORPORATION 
Grand Rapids 2, Michigan 
NEW YORK, FT. LAUDERDALE, INDIANAPOLIS, LOS ANGELES; 
Offices in principal cities 
Canadian subsidiary: Bulman of Canada (Store Equipment) Ltd., Toronto 


GRAND RAPIDS 


ee 1 , ? “ } 
elving with glass ¢ Island display wt 
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NOFA Announces Plans 
For ‘Biggest Yet’ Show 
At Miami Beach in May 


A fabulous convention site and the 
greatest display of office furniture ever 
to be shown on one floor will greet 
the eyes of dealers attending the 13th 
Annual Convention-Exhibit of the Na 
tional Office Furniture Assn. at Miami 
Beach, Fla., May 1 through 4 

Exhibits, already numbering more than 
at any previous NOFA show, will be 
housed in the South’s newest and largest 
exhibit hall just off Collins 
Avenue in the heart of the vacation 
center. Close to 290 booths of _ the 
316 available had been spoken for, with 
the show still three months away 

Convention headquarters will be the 
Fontainebleau Hotel. Rooms also will 
be available at other outstanding 
hotels such as the Deauville, Carillon 
Roney Plaza, Saxony, 
and the Shore Club 

Hotel rates in May, NOFA says 
will range in price from $7 to $22 per 
day for single rooms and from S$8 to 
$22 for double and twin rooms. Suites 
are available at from $20 to $54 a day 

The new four million dollar Miami 
Beach Exhibition Hall NOFA 
200,000 square feet of floor area. It is 
completely air-conditioned and features 


famous 


resort 


Lucerne, de Lido 


offers 








luxurious gardens, a modern restaurant, 
conference rooms and lounges, as well 
as spacious parking facilities for as many 
as 3,500 automobiles 

John R Gray, 


executive director of 


NOFA, has announced the following ex- 


hibit hours for the 1959 show 
Friday, May 1 2-9 p.m 
Saturday, May 2 noon-6 p.m 
Sunday, May 3 — noon-7 p.n 
Monday, May 4 10 a.m.-4 p.m. 
George L. Stuart of George 
Inc., Orlando, Fla., 


=| 
eee as 
_ a a a -  / 


The ballroom of the Fontainebleau, Miami Beach headquarters hotel for the 1959 
NOFA Convention, will be the scene of the annual banquet. 


KLEENCUT. 


YOUR COST IS SMALL— Your Prorit BIG! — 





PROFIT 





: NO. 1911 
NO. 1911 — STATIONERY ASSORTMENT 
You get 7 different sheers eee = FETAIL $4 B16 
12” ‘including Straight Trimmers, Bent VALUE 
Trimmers, Library, rs, and Paper 


Hangers Shears. Moderately priced. Beau- 
tifully finished. Guaranteed. Displayed for 
quick sales on colorful card. 


Retail from $1.79 to $2.50 





ORDER FROM YOUR JOBBER OR WRITE T 


DEALER $ 


COST g'° 
DEALER $ Qos 6°65 


PROFIT Retail 98¢. 








E ACME SHEAR CO., BRIDGEPORT 1,CONN. World’s Largest Manufacturer of Scissors & Soe 
- + + for more details circle 102 on last pee 


Stuart, 
is general chairman 


NO. 1011—ALL-PURPOSE SHEAR ASSORTMENT 
The World's Fastest Selling Shear Mer- 
chandiser! One dozen All-Purpose household 
shears mounted on striking red, white, 
and black card for counter or wall. 2 pairs 
6”; 6 pairs 7”; 4 pairs 8”. Gleaming nickel 
plated blades with black enameled handles. 







of the convention, assisted by Co-chap 
man V. L. Caldwell of John yy, 
maker, Philadelphia. 

The complete convent 
for members is $22. | 
tion for ladies will be 
members, $30. The pach 
hibits and all sessions, 
an aquatic show, Satur 
other features. 

Further information 
the National Office 
327 S. LaSalle St., Chi 
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$4176 
DEALER $746 
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NEW! 


® 


jetliner 


The Professional Pencil 


DEPENDABLE AS THE STARS...EXCITING AS THE NEW JET AGE 


Soon, you will offer the new Jetliner to your customers... 
with the confidence that this exciting product features the 
repair-free dependability of all Autopoint pencils. 
In style, too, the high polish cap and deep-tone barrel set 
the pace. The Jetliner is as modern as the high flying jet airliners. 


No. 20 Chrome Cap and Trim $ 95 
No. 206 Gold Electroplate Cap and Trim, $1.00 additional inc. F.E.T. 


PHS ONSITE SEIN © 


No. E 20 DISPLAY No. E 20 GIFT PACK 
Contains 12 pencils 12 pencils gift packed 


as Aircraft Company 


e Famous "Grip Tite Tip” lead 
will never jam, wobble, 
turn or fall out. 


© Concealed eraser and 
reserve leads. 


e Both standard and “real thin” 
fine point 


The Matching Retractable $4 
Ball Pen 


in Gold Electroplate, $1 additional 


STARLIGHT PRESENTATION CASE 
No charge for the set 


TOPOINT CO. - DIVISION OF CORY CORP. - CHICAGO 45, ILLINOIS 
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Venus Window Display 
Contest Winners Named 

Cash award winners in the Venus ‘365 
Pen-cil Window Display Contest held 
last fall have been announced. 

First prize of $100 went to the J. K 
Gill Co., Portland, Ore.; second prize, 
$50, to Morris-Harrison, El Paso, Texas; 
third, $25, to Gregory Mayer & Thom 
Co., Detroit. Honorable mention prizes 
of $5 were distributed for some 30 
other window displays across the coun- 
try. 

The contest was held during Septem- 
ber and October to introduce the Venus 
ball Pen-cil with 365-day writing guar- 
antee. Dealers had to submit photo- 
graphs of Pen-cil displays which they 
had in a window for at least one week. 





A display including calendars to em- 
phasize the 365-day writing guarantee 
won first place for The J. K. Gill Co., 
Portland, in the Venus display contest. 









C. E. Sheppard Retires, 
Firm Sold to Y & E 

Charles E. Sheppard, founder and 
active head of the C. E. Sheppard Co., 
Long Island City, 
since 1900, an- 
nounced his retire- 
ment as of January 
l 

The company, 
which makes loose 
leaf equipment and 
accounting systems, 
is one of two new 
acquisitions of 
Sterling Precision 

Sheppard Corp. and its 
wholly owned subsidiary, Yawman and 
Erbe Manufacturing Co. Atlas Loose 
Leaf & Index Co., San Francisco, is the 
other firm which has been acquired by 
Yawman & Erbe in an overall expansion 
plan. 

Mr. Sheppard, who will be 84 in 
May, was one of the pioneers of the 
loose leaf industry. The Sheppard Co., 
under new ownership, will continue 
at its present offices and plant 





Change in Montana 

The furniture and commercial  sta- 
tionery department of Western Litho- 
Print, Inc., Billings, Mont., is now being 
operated under the name of the Yellow- 
stone Office Furniture and Supply Co 





under the management of G. E, p 
Mr. Peterson, who had been devotig, 
his sales efforts to printing as wel . 
furniture and supply sales, will no jon 
service printing accounts. The new fit 
will be exclusive distributor for Gener; 
Fireproofing metal office furniture gy 
other lines of metal and wood furnitur: 






Facit Contest Announced 
There is no limit to the numbe 
Facit dealers and distributors who « 
win six-day holiday trips to Hays, 
in Facit's “Havana-Rama’’ sales 
test. Every dealer will be a winner yj 
reaches his quota in a sales tournamey 
which runs from February 1 throyss 
July 31. Certain point values will ) 
given to each of the products ip ty 
line and judging will be on a poin 
system basis. Winners will be annoup 

ed in August 





Retiring Official Honored 

Tom Foster of Stationers Corp, ly 
Angeles, was co-chairman of a dine 
recently honoring Harold J. Powers, th 
outgoing lieutenant governor of (aj 
fornia. Mr. Powers, who first entered 
public service in 1925 and who hy 
been the number two man in Califormis 
government since 1953, is an old friend 
of Mr. Foster's. Some 600 persons at 
tended the testimonial banquet 














ANY WAY YOU SLICE IT, 





LISTO PENCIL CORPORATION, ALAMEDA, CALIF. 


America’s best-selling mark- 
ing pencil is Listo! And no 
wonder, for Listo writes 
smooth and sure on cello- 
phane. On metal. On anything. 
Better make Listo a best-seller 
for you! 






Sell ’em over and over 
— with Listo refills! 


Six look-alive colors. 
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HAVE BEST—WHY TRAVEL? 
hiture an, SHOP THE TOP Spring 


=| ae DALLAS GIFT SHOW 
) DALLAS... FEBRUARY 22, 23, 24, 25 & 26 


lumber 

who Cap 
D Havan, 
ales co, 
inner wh 
OUrNamen: 
L throug! 
Swill be 
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om SHOP THE TOP It’s A Complete Show 
2357 LINES... 
shown by 300 
| exhibitors 
Lorp., Los 
a dinner 
WETS, the 

























devotig, 
S well 


no long 
new firp 


or Genes; 


for your convenience... 
it’s all downtown ... in the 


BAKER HOTEL 
THE MERCHANDISE MART 
THE DALLAS MEMORIAL AUDITORIUM 


Silver in the Baker Hotel . . . Stationery in the Dallas Memorial Auditorium. 
SIXTY-SIX (66) top lines of the finest dinnerware in the Baker Hotel, the 
Merchandise Mart and the Dallas Memorial Auditorium. 


FORTY-TWO (42) lines of top glass on display — the world's very finest— 
plus complete lines of 


= oad leathergoods, giftwares, dolls, toys, diamonds, fine jewelry, Swedish, 
1 Italian, Danish, English, French imports and Oriental imports . . . costume 
Californis FREE — FAST jewelry, paper, giftwrap, lamps, decorative accessories . 

Id friend 

TSONS it COURTESY BUS SHOP YOUR EVERY NEED... IN DOWNTOWN DALLAS 


/ 


SERVICE Continuous-Courtesy Bus Service will maintain a 


continuous shuttle system between downtown 
exhibit areas... 





AMPLE PARKING 
FACILITIES The roster of Dallas Gift Show Exhibitors is the blue book of the industry— 
The listing of lines to be shown reflect only the very best. 







at each exhibit 
eG. . 


SHOP THE TOP 
IN DOWNTOWN 
DALLAS... 





Met Pe oc wm 
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“BAKER HOTEL MEMORIAL AUDITORIUM MERCHANDISE MART 
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California Firm Names 
School Division Manager 

Stationers Corp- 
oration, of Cali- 
fornia, has an- 
nounced appoint 
ment of Willian 
E. Wells as sales 


f 


manager oO! the 
school division in 
the Los Angeles 
operation. He will 
work under Robert 
L. Hoven, general 
sales manager. 

Mr. Wells has wo:x<ed in the stationery 
and school supply field since 1943 and 
with Stationers Corporation since 1957 
when he became assistant to S. R. Keates 
the retiring manager of the school di- 
vision. 





Skagseth in Miami 
Occupies New Quarters 

New location of Skagseth Stationery 
Co. in Miami is 925 W. Flagler Street 
offering expanded facilities and more con 
venience for customers. 

The name Skagseth has been well known 
for office supplies in South Florida for 
more than 35 years. The firm was es- 
tablished by Arne Skagseth, who sold his 
interest and retired in 1955. 





Hiram W. Gates, who was then elected 
president, says “we are constantly search- 
ing for new products which will help 
Dade County offices to be more efficient 
Our sales force, representing a total of 
183 years of experience in the office 
supply industry, is alerted to the time 
and money saving possibilities of hundreds 
of new products each year 

A large customer parking lot is located 
at the rear of the new building. Five 
trucks and two walking messengers assure 
9rompt delivery service throughout the 
county for Skagseth customers 


Expansion Announced 

Hamilton Manufacturing Corp., maker 
of Cosco metal furniture products, has 
announced an expansion program which 
will cost approximately two and one 
half million dollars and add 140,200 
square feet of floor space. It is the 
firm’s seventh expansion since the present 
plant was built in 1950 at Columbus, Ind 
Included in the new two-year program 
are additions to both the factory and 
office building, a new research and 
development building and acquisition of 
new production equipment 


Special Store Features 
Only Christmas Goods 

Fifth Avenue Card Shop at 14 West 
34th Street, in New York City’s Empire 
State Building, reports unusual success 





let a pretty face stimulate sales for you! 


from the Flower Wedding Line... 
Spears ‘oXe) eo) Ui t-| am r-Lei-s-mme) mm dal= year! 
by Regency caeency Heliograving (not to be confused with engra 


#@ joined letters in exclusive new scripts! 
@ sharper, more legible letters! 





with something that was tried for the 
first time this past Christmas season. 

A complete Christmas shop featuring 
only Christmas boxes, solid packs and 
gift wrappings was opened in October 
next to the regular store, one of the 
world’s largest card shops 

Irving Cohen, who managed the store 
says sales were far beyond our expecta. 
tion. 

“It's amazing,” he reports, “that sales 
on solid packs could be so heavy in 
October and November, so far ahead of 
the season. We are glad we thought of 
this idea and went ahead with it.” 


CO . (7 ‘ a 
Cduard LD. Larmon 


VENETIAN 


‘ Ms end Mra ‘ | th B Winte m 


FLORENTINE 


SM. and Kea. Wiliam 


Ad and Mas 


R Bening 


FLEM 4 
in. ~~ .) 
oy ~ OV} OV >> \ 4 
Jie. and Jiro. Di ward Loughton 
RIVIERA 


Mr and Mrs. Arthur R. Broderick 


FLORIDIAN 


i Mr. an d Mrs Gx orge R. Weryford 


ROMAN STYLUS 





lr Kin| y Ford 
BASQUE 
Mr. and Mrs. Thomas Barry Nichols 
LONDON TEXT 


stimulates sales for you with all these extra advantages 


@ new effects with superimposed and angled letters! 


@ superior craftsmanship at an amazingly low price! 


r re a E! Flower Wedding Line Catalog features a complete 


selection of all the most asked-for styles! Postpaid shipment within two days of order! Fu// 50% discou 


address your request on your business letterhead to: 


REGENCY THERMOGRAPHER 
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28 West 23rd Street, 
New York 10, N. Y. 
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| Sheilah Graham 
~ helps you sell 
POST-A-CARD by White & Wyckoff 























or the 
aSOn, 
aturing 
KS and 
\ctober 
of the 
= Another in the parade of = 
xpec. inent women who will help R A 
you sell White & Wyckoff New idea in correct Personal 
dogs Products throughout 1959. Correspondence cashes in on 
in + 
ead of increased postal rates. 
oi Advertised to 25,500,000 women 
ia in April and May. 
mm White & Wyckoff invites you to add Sheilah 


Graham, newspaper columnist and author of 
“Beloved Infidel” to your sales staff. Put her 
to work selling Post-A-Card in your windows 
and store. More than just post cards, their 
floral decoration adds a personal warmth to 
the product. Tie-in counter and window dis- 
plays are yours free. 

FREE self-service display-merchandiser, 

In just 11 inches of counter space, you display 
and stock 72 packages of Post-A-Card. Stands 
alone and sells itself — or easily becomes part 
of your department. 


S 






Retail Value: 59c ea. 
(4 different designs, 18 ea.) $42.48 


Your Cost: 33c ea.. . . $23.76 
Your Profit: . . . . . $18.72 


(Display-Merchandiser is Free) A full 45% Markup! oe 
3 
& 
> 


Oy) op 
Bow Sheilak Grohom 


SRE SPONDENCE 

















SOCIAL STATIONERY BY 


White & Wyckoff 


Write White & Wyckoff, Holyoke, Massachusetts for details. 
Showrooms in New York (30 Rockefeller Plaza) and Chicago (1536 Merchandise Mart). 
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Manufacturers Announce 
New Reps, Distributors 

Philip J. Sheridan has been appointed 
manager of commercial division of the 
American Bank Stationery Co. in eastern 
Pennsylvania. The firm has four plants 
and specializes in the manufacture of all 
types of checks, lithographed and engraved 
letterheads, statements and ledgers. 

Currier Mfg. Co., St. Paul Minn., has 
appointed Herbert J. Walsh as their 
factory representative for Illinois. He 
can be reached at 7312 North Milwaukee 
Ave., Chicago 48, IIl. 

Kimball Manufacturing Corp. has 
named four representatives, Ray F. Aul 
in Pittsburgh, Fred M. DeBlon of High- 
land Park, N. J., Jim Ellertson of Den- 
ver, and Frank J. O’Grady of St. Peters- 
burg, Fla. 

Elizabeth and Bob Hamilton, who 
travel together through the Southeast, 
have been appointed to handle the ac- 
count of Kem Plastic Playing Cards 
They operate out of Jasper, Ala. Mrs 
Hamilton is active in tournament bridge 

R. G. (Bob) Lindstedt has succeeded 
Bob Pemberton as manager of the North- 
west area for Dennison Manufacturing 
Co. Mr. Pemberton has become manager 
of the Los Angeles sales office, re- 
placing Ralph B. Rector who retired 









SCRAPBOOK 
PLUMETTE 
LINE 


Peter F. Finneran is the new Eastern 
Rep. in the Carbon Products Division 
of Port Huron Sulphite & Paper Co. 
He replaces Edward G. Donovan, who 
has been appointed assistant sales man- 
ager. 

The Chicago branch office of Yawman 
& Erbe Mfg. Co. has moved to new 
street level quarters at 1140 S. Michigan 
Blvd., Chicago 5. 

Two additional full-time representa- 
tives have been assigned to its Cali- 
fornia territory by Oxford Filing Supply 
Co. Edward B. Morgan is covering 
northern California out of San Francisco 
and the southern portion of the state 
has been assigned to Paul West, Los 
Angeles. Both men are under George 
O. Morgan, territory director. 

Gordon S. Wood, newly appointed 
sales representative for Blaisdell Pencil 
Co., will cover a territory which in- 
cludes Michigan and Ohio, with head- 
quarters in Detroit. 

Seal-O-Matic Dispenser Corp. and 
Flash Mfg. Co. have named 10 whole- 
sale distributors for their products. The 
distributors are Lockwood Sales, May- 
wood, Calif.; Associated Stationers Sup- 
ply Co., Chicago; American News Co., 
New York; The South-West News Co., 
Kansas City, Mo.; Carpenter Paper Co., 
Omaha; Baden Manufacturing Co., New 
York; Prior Stationery, Long Island 
City; Bainbridge, Kimpton & Haupt, 


New York; A. I. Goldberg, New w 
Jaclin Stationery, New York: Schy,; 
bacher-Frey Co., San Francisco: me 
Frank Weeks Stationery, New York 

W. M. Bachmann Associates Clee 
Lake, Iowa, are now representatives tor 
the full C-Thru line of products, Th, 
firm will serve an area that includ; 
both Dakotas, Nebraska and Kansas 

Two. new sales agents have bee 
named by The Mag Tag and Label 
The Ross Co. in Denver will oy, 
Colorado, Idaho, Montana, Nebr, 
New Mexico, South Dakota, Utah aj 
Wyoming. Marshall Wiley Co, Ry 
wood City, Calif., will represent the 
firm in California, Oregon, Washington 
Arizona, Nevada, Alaska, Hawaii an 
British Columbia. 

Territory changes have been announce 
by Samuel Ward Manufacturing () 
Frank and Kay Morss, 1355 Marke 
St., San Francisco, are covering northen 
California. The man and wife team main. 
tains an office in Space 261 of th 
San Francisco Merchandise Mart. Rober 
W. West, 4891 Amboy Road, Memphis 
Tenn., will cover Louisiana, Arkanss 
Mississippi and the western section of 
Tennessee. 

Shepherd Casters, Inc., has appointed 
Artistic Desk Pad & Novelty Co, 721 
E. 133rd St., New York 54, N. Y, 8 
their exclusive distributors to commer 
cial stationery and office equipment 





What makes SMITHCRAFTED 


the finest in leatherette .... 
first in sales? 


For 40 years the name Smithcrafted has meant leadership in every 


phase of leatherette craftsmanship and ‘‘know how"... 


* The ultimate in design and color by reknown stylists such as 
Raymond Loewy & Associates, Betty Betz and others. 


* Unexcelled leatherette materials constantly under development 
for more durable luxurious texture and appearance. 


* Experienced, precision workmanship — genuine and intricate 
embossing, finest and most modern screening and binding 
techniques. Avoidance of time and labor saving devices which 
tend to diminish high Smithcrafted standards of quality. 


Write for your Smithcrafted catalog of fine leatherette products. 


THE S. K. SMITH COMPANY 


2857 NORTH WESTERN AVENUE 
Showrooms: 225 Fifth Ave., N. Y. 

Room 1519A, Merchandise Mart, Chicago 
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« CHICAGO 18, ILLINOIS 
122 Mdse. Mart, Dallas 
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If you’re an Olivetti dealer, you al- 
ready know about the new honor 
just won by the Lettera 22 portable 
typewriter: chosen best-designed 
product of modern times by 100 lead- 
ing designers in a world-wide sur- 
vey by a major U.S. educational 
institution. 


If you aren’t an Olivetti dealer, 
learn how you can start cashing in 
on the growing demand for Olivetti 
portable typewriters and hand add- 
ing machines. Write for informa- 
tion to Olivetti Sales Corporation, 
Portable Division, 375 Park Ave- 
nue, New York 22, N.Y. 





olivetti 
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NEWS 


dealers in metropolitan New York, the 
New England states, Virginia, Delaware 
New Jersey, Washington, D. C., eastern 
Maryland and Pennsylvania. 

Regional sales managers for the South- 
east and New England have been ap 
pointed by The General-Gilbert Corp. 
William (Bill) Steiner, formerly with 
Underwood and Bohn Duplicating, will 
headquarter at Largo, Fla., and 
sales in Florida, Georgia and the 
Carolinas. Leo Albison, Quincy, Mass., 
is in charge of New England. 

Stempel Manufacturing Co. has ap- 
pointed two new sales reps to service 
the Rocky Mountain and Pacific Coast 
They are M. J. Greenes, 7632 
Blvd., Los Angeles 45, Calif 
and Jim Ellertson, 5354 E. Utah Place, 
Denver, 22, Colo. 

W. L. Simpson is new Chicago branch 
manager for The General Fireproof- 
ing Co. He replaces H. A. Brainard 
who has retired. 

Three vice presidents have been ap- 
pointed by R. C. Allen Business Ma- 
chines, Inc. They include F. H. Staat 
who has moved from Chicago to Dallas 


oe. Co 2. 2s Oo 66 @ @ 


super- 


vise 


areas. 
Airport 


to head the firm’s Southwest division; 
Cecil W. Owens, who supervises the 
Southeast division from Atlanta; aid 


Max M. Ludlow, manager of the type- 
writer 
dealers. 


division for all R. C. Allen 
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VALUE of 


EXCLUSIVE 
1000 Virginio Ave., * * 





Coloryat PLASTI-KLIPS 


® New ® Eye-Appealing ® Self-Selling 
- Display several boxes of 
these most attractive and 
unusually new type clips 
and see for yourself 
how fast they move! 
Totally different 
than any other clip 
on the market 
they'll make money 
the first day. 
500—$1.25 
400—$ 1.00 
@ New Vibrant 


| maprosented at 
Feather Light Major Shows 
Non-Rusting 
Stronger Grip 


Color Signals (Code) 1000 Virginio Ave 


who 
CRAFTSMANSHIP 


WHEN YOU order SHARPENERS 
- « « ORDER 


Represented at All Major Shows 


FRED BAUMGARTEN 


N.£. Atlanta 6, Georgia 


FRED BAUMGARTEN 
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named 
Venus 


Ernest R. Daniels has been 


Western District Manager for 


Pen and Pencil Corp. New sales reps 
recently appointed by Venus include 
John T. Paul, Old Saybrook, Conn.; 
Arnold Gelb, Jersey City, N. J.; Burt 
Kayser, Houston, Tex.; and T. Fred 
Allen, Des Moines, Iowa. 

Leo J. Cohen has been named to 


represent Rubbermaid, Inc., in the office 
supply and stationery field in metropoli- 


tan New York City. 
Gerald W. Mahoney, formerly with 
Wilson Jones and Heller Roberts, has 


joined the staff of Associated Stationers 
Supply Co. Working out of St 
he will represent the firm in Missouri 
and southern Illinois. Milton D. Harper, 
former sales promotion and ad manager 
for Associated and Horder’s 
Frank C. Jacobi Advertising, Inc 
Fred W. Rust, Jr., has been appointed 
Vice President, Inter-Company Coordin- 
ator for United Printers and Publishers, 
Inc. He will and integrate 
policies for domestic and international 
the firm's divisions 


operations of 
Rust Craft, P. F. Volland, Gerlach- 
Blockprints, and 


Louis, 


has joined 


coordinate 


Barklow, Brownie’s 
New England Art Co. 

Recently appointed to the 
Bentson Manufacturing Co. in the Pacific 
Northwest were William Tonkin of San 
Francisco and his associate, Scott Waters, 
Portland, Ore. 

Recent appointments by 


represent 


Metal 


Art 


DUX is PREFERRED 
know QUALITY. 
and the 


saving TIME AND 


MONEY ...DUX is a PRECISION 


instrument always at your 
FINGERTIPS PUT A DUX 
DISPLAY box on your counter. 
DUX SELLS itself! VARIETY OF 
DESK & POCKET MODELS for 
every HOME . . OFFICE . : 
STUDIO SCHOOL. 


had 
na 


DUX! 


IMPORTS 


eee. 


Actual Size 


“The 


N.E. Atlanta 6, Ga 





_ fet Variatio#s in color, size, weight, trim 


| when ox 


sell 
AQUABEE 4 


Construction Co. in 
R. Addington as vice 
eral sales manager; C V illiams Little 
contract sales executi Roscoe © 
as vice chairman; and Ralph R. fj 
vice president. Mr. Clark js P 
of Art Metal’s Jamestown division 
Mr. Davis is president of Security § 
Equipment Corp., an Art Metal 
sidiary 


‘¢ those of 1 
é sident and gen. 













Gummed Paper Makers, p 
FTC Reach Agreement | 

The Federal Trade Commission hes 
proved a consent requiring The 
Gummed Industries Assn. and six of its 
member manufacturers to stop CONspiting 
to fix prices for flat gummed paper, 

Among the unlawful methods alleges 
to have been used to eliminate competition 
were the establishing of identical Prices 
and selling terms throughout the country 
dividing the United States into four 2006 
with fixed uniform delivered Prices in 
each; using the Association as a Clearing 
house to exqkapge price and discount ip 
formation; and* fixing price differentia 







\ 


oraer 










tog 
























type,s quantity and packing of the produc 

Of the seven members of the Association 
who account for virtually all of the m 
tidh’s output of flat gummed paper, gx 
agreed to the consent order and theg 
firm . asked yfor a dismissal, saying 
challenged Activities were committed} 
4 former subsidiary. ‘ 
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PAPER ] 
weedy finest: 


FOR THE DRAFTSMAN! 
e Graph Sheets . 
e Planetable Papers 
© Cross Section Papers 
* Profile Papers 
DEALERS! Send for free samples and Price List! 
= 9 = Sa ee 
100 Eighth Street « 


Home of Art 
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Tracing Papers 
e Layout Papers 
Silk Screen Parchments 


Acetate Sheeting 
(Clear or Matte) 
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ring live ir 7 tests witnessed by professional 
purchasers from coast to coast 


...proved EAGLE MIRADO and EAGLE VERITHIN 
the lowest-cost pencils they could buy! 
pencil buyers in 12 cities for a closed-circuit TV 


show from our new factory. We proved Eagle supe- 
riority in laboratory tests right before their eyes. 


wer before has anything like this been done 
the stationery business! Eagle rounded up 
ousands of top purchasing agents and other 


OW millions more will read about it in full-page ads in these magazines 


ME eusiness .S.News Tian 

4 weer « World Report 

EAGLE PENCIL 
OMPANY « 


{als 
«ly at ; wr 7 re ’ > - . 
ne ee \ ” a \ 
~ em) >| AHEAD || iia ma 
F pm \ — — “ \ : 3 “ DANBURY, CONN. 


— ton 


— | — wet \ ee ere ot ae 


Order the complete EAGLE line... your customers will. 
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NOFA Group Told: Follow 
Business to Suburbs 

An advertising and public relations 
executive was one of the speakers during 
the November meeting at Grossingers 
of the New York-New England area 
members of the National Office Furni 


retailers are being left behind, often on 
back streets of large cities, while the 
buying public is moving into suburbia. 
He explained that with industrial plants 
shifting from concentrated centers to 
suburban areas, office furniture retailers 
have suburban opportunities to sell of- 
fice furniture to these buyers also. 

In looking to the future, Mr. Lamb 
said office furniture retailers and manu- 
ture Assn. He advised dealers to follow facturers have before them one of the 
the population shift into suburban areas greatest challenges of our time. By 1975, 
in order to increase sales. he said, the United States is going to 

James G. Lamb, chairman of the have 68 percent more persons becoming 
board of Arndt, Preston, Chapin, Lamb 21 years old than we did in 1954. He 
& Keen, Inc., pointed out that too many labeled this growing market a 





public 











INCREASE YOUR SALES and PROFIT! 
DISPLAY @jzan rire 


fags, 
&> jabels 


SS 


Customers are happy to serve themselves Reyburn's 
popular tags from this eye-catching rotary display unit. 


Precounted, prepriced and packaged in transparent 


polyethylene, the customer sees .. . . then buys. 


Especially designed for self-service to increase your 
sales and profits. 





THE REYBURN MANUFACTURING CO., INC. 


16th & INDIANA AVENUE., PHILADELPHIA 32, PA. 
WAREHOUSES: 4048 POLK ST., CHICAGO, ILL. 901 W. VICKERY BLVD., FORT WORTH, TEXAS 
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relations challenge to the offj 
industry and encouraged 
to concentrate on creating 
traffic through their 
increase sales. 









DIS 









Charles Nathan and Miltog Stoo. 
worked on the area conference 


which also included worksh : 
and talks by designer Pauj Be 
and economist Dwight W. Michene, 






















6 More Stenorette 








Dealers Win Trips 
Six Stenorette dealers are Winners of 

trips to either Las Vegas or Miami 

ing a second drawing to mark the emg 

the summer sales incentive Program my. 

ducted by the DeJur-Amsco Corp, 
The lucky dealers are Chicago Dig 

Machine Co., Chicago; Dictronigs J 





Ralph A. DeJur, right, president of 
Amsco Corp., enlists the help of the Naliond 
Business Show Queen to pick trip winhn 


ham, Mass.; Rembrandt, Inc., St. Louis: 
American Business Machines Co, Sa 
Jose, Calif.; Executive Sales, San Diego 
Calif.; and Wild & Co., Los Angeles, 

Winners east of the Mississippi will have 
free trips to Miami and western deales 
will go to Las Vegas. The drawing was 
made at the National Business Show in 
New York. 


Manufacturers’ Reps 
Offer New Service 

Incorporating under a new name, tk 
Joe M. Davis Co. of manufacturers’ mp 
resentatives for office equipment and sup 
plies at Culver City, Calif., has become th 
J. M. Davis Corp. and has added a mar 
keting service department. 

Henry Palmer, longtime associate of the 
Davis Co., steps up as corporate vice pits: 
dent and will assist in the new division 

In explaining the marketing service, M 
Davis, the president says “today’s busines 
has become so fantastically complex it hs 
Outdistanced the simple sales organizatio 
and its regular calls on jobbers and ds 
ers. 

“Nevertheless, sales representatives &* 
the natural sources of data which @ 
make the difference between profit # 
loss for the manufacturers they repress! 
They have an intimate knowledge ofthe 
specific areas they service. By orgamiait 
and evaluating the data we have gather: 
from our own associates, we have beet 
able to estimate the market potentials 0 
certain lines we handle pretty accurately. 


MODERN STATIONER, MARCH, 1959 
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“When we feature the New Collegiate in the 
window, we can count on selling about 50 
copies within the week,” says the manager 
of this fine store in Kansas City, Missouri. 


Have you ever tried a mass display of money for you all through the year — as in Time, The New Yorker, Atlantic, 

Webster's New Collegiate Dictionary because there’s nothing like it for turn- Harper’s, Saturday Review and other 

in your window or on your counter? over. Its superior quality is recognized leading publications. 

If not, you’re missing one of the most by teachers, parents, students, and busi- Boost your store’s profits by build- 

profitable promotions you can have. nessmen the world over. And it is the ing a mass display of Webster’s New 
seta lle Mass displays of the New Collegiate only desk-size dictionary that is adver- Collegiate in your window or on your 
vice pes do a wonderful selling job. tised regularly and continuously to the counter right now. G. & C. Merriam 


w division Webster’s New Collegiate makes millions of readers of Life ... as well Company, Springfield 2, Mass. 
ervice, Mr 
"s busines 


be CONCENTRATE ON 
rganizatios 


WEBSTER 


AND DISCOVER THE DIFFERENCE IN PROFITS! 
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NEWS 1 So Sh pa ae iae iene support for the dealers and wholesalers in expressed, may be use! which rey 
the stationery industry or implies a price reduction from stab. 

Booksellers Set Date “With the establishment of Highland lished retail prices ur (1) the sai % 

ae - = Associates,” he said, “we hope to provide tion is from “the u and 

Bogs sumeet Convention and Trade = our customers and our principals this extra price” of the article the trade 
hibit of the American Booksellers Assn. merchandising support. We will represent where the statement iffered, of (2 
—— sing i. pe —" a ve quality lines, sell the merchandise to the the price reduction relates to the ex. > 
officia! tad the association says there stationery trade and provide help in moving usual and customary prices.” No Price 
atin: a: ceil teed ta beak op. these goods to the trade and to the con- savings claims _may used which are 
tailing towards the handling of selected — . . plows d yon on ertificiel meri PS, infrequent 0, 
sidelines wad the percentage of exhibitors Highland Associates is heac iguenes at casual sales, or the store's past Prices 
Sey er apg i ge tai ‘publishing ‘eae 6 North Michigan Ave., Chicago 2, IIl. other than the immediately Preceding 


price unless adequate disclos 
been growing constantly in recent years. f q Closure of such 


. . fact is made. Unless 

Further information is available from Retailers Studying FTC adage gas Statement clear) 

American Booksellers Assn., 452 Fifth Fictitious Pricing Curbs heten to compershle = iler 
ai é a a ee ar : s merchandise 

Avenue, New York 18, N. Y. Retailers in the past few months have the saving or reduction will be presy 


Sel Shulmen Forme been studying the Federal Trade Com- to refer to the specific article offered fo, 





a > mission’s new rules on the use of com- sale. 
New Sales Organization parative prices 
Sol Shulman recently announced the It has been suggested that relatively 
establishment in the Midwest of a new few retailers will be affected since most Mossman Gets Bank Post 
manufacturers’ sales are in intra-state commerce. This may turn John E. Mossman, past president 
and merchandising out to be an illusory exemption, says the the National Office Furniture Assn, an, 
organization called National Retail Merchants Assn., because president of Desks, Inc., New Yor 
Highland Associ there is nothing to prevent state laws office furniture retail store, recently wa 
ates being passed to accomplish the FTC's pur- named public relations chairman of thy 
In a_ statement pose Rahway, N. J., National Bank, of whic 
upon his resignation Some states already have “unfair trade he already was a director. His exper 
as general _ sales practice’ laws, and these might affect not ience includes the launching of a publi 
manager for Auto only the “bait’’ advertiser but any other relations program for NOFA during his 
point Co. Mr retailer who becomes careless with com- two terms as president. In the past yea 
Shulman said he be- parative prices he spearheaded a successful NOFA pub 
lieves “there is: a In brief, the far reaching limitations lic relations fund campaign to aise 
Shulman need for intelligent, in the FTC guide provide that no state- $50,000 for even greater office fur 
creative sales effort and promotional ment offering an article for sale, however ture industry promotion. 


: Standard & Custom 








same day service REGISTER FORMS 


on > Sx plus 














RAPID-SETS 


One-Time Carbon . 





Snap-Apart Form: 





$395 ea. 









































over 3” in length $1.50 add. 4 
extra line of type 1.00 ea. Mf 
snterying-reteang 2.25 | ALL -FORMS 
underlines -50 SHIPPED 
duplicates BY ROYAL 
with order 2.00 Shipped in your name ARE 
. DEALER DISCOUNT 40% MANUFACTURED 
BY ROYAL 














Reproductions made from pen, pencil, 












or ball pen in any color ink a. 
F y ——_ MODEL PD-1 Sp 
All-Steel Portable Register Pa fe [ 
LOUIS MELIND COMPANY with Automatic Snap-Out File Drawer. be ae / a 
3524 NORTH CLARK STREET Write for illustrated catalog, neem” 
CHICAGO 13 | prices, sample forms. 
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LEpace’s 
WALL PAPER 
| REMOVER 





NEWEST MEMBER! LEPAGE’S 
Cellophane Tape in the new 
revolutionary Plasti-Pak! 
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LEPAGE’S, Metuchen, N. J. 





43rd Annual Wholesaler Meet Opens March 1 ere ee SO 


round tables 












“Dynamic wholesaling” is the theme sundries and special lines. Each group 12 Noon — Luncheon meeting 
of the 43rd annual convention of the will spend its mornings in half hour office supplies divies 










































































































































































































Wholesale Stationers’ Assn., to be held discussion periods with manufacturers reports, election of execu. 
March 1-4 at the Hotel New Yorker in of various classes of products. tive committee. 4 
New York City Products to be discussed Monday 2 p.m.—Trade exhibits, 
The program includes daily confers morning, March 2, include lead pencils, Wednesday, March 4 
ences of top level wholesalers fron erasers, rubber bands, staples and_ stap- 8:15 a.m.—Breakfast, followed by 
throughout North America with leading lers, filing supplies, inks and pastes, round tables 
manufacturers of office supplies, school pens, loose leaf and games. On March 12 Noon — Luncheon meeting 
and art supplies, and related products 3 the round tables will be concerned school, art sundries dive 
An accompanying trade exhibit of new with art supplies, pencil sharpeners, sion. 
profitable lines will be open to qualify globes and maps, leather goods, marking 2 p.m.—Trade exhibits. 
wholesalers on the 9th. 10th and 11th devices, bound books, gifts and steno- 7 p.m.—Annual association recep. 
floors of the hotel, starting at 2 p.m graphic supplies such as carbon paper tion, banquet. 
on March 2, 3 and 4. Admission will be and duplicating equipment. The final 
by passes issued in advance of the show day's sessions, March 4, will cover desk Industry Products Win 
by regional wholesaler committees accessories, calendars and albums, social Citations From Designers 
Dr. Paul D. Converse, president of stationery, sundries (candles, etc.), cray- Two products of the Stationery and 
the American Marketing Assn.. will ons, tape, paper products (gift wrap, office equipment industry are among “the 
speak at the WSA luncheon meeting on etc.) and metal products five best-designed products of modem 
Tuesday, March 3. He has authored a The entire program for the meeting times,” according to a poll of top im 
dozen books and more than a hundred follows ternational designers. 
articles in his 42 years as a teacher of Sunday, March 1 They are the Italian-made Olivet 
marketing. Formerly head of the Uni 12:15 p.m.—Board of control lunch- Lettera 22 typewriter, which won the 
versity of Illinois marketing department eon top position, and the Parker “$j” 
Dr. Converse is now visiting professor 2 p.m.—Confidential discussion fountain pen, tied for fourth with the 
of marketing at the University of Texas Monday, March 2 Raymond Loewy-designed 1953 Stude. 
During the convention, wholesalers 8:15 a.m.—Breakfast, followed by baker hardtop. 
will be divided into two round table round tables. The citations resulted from a one. 
groups, one covering office supplies and 12:15 p.m.—Annual luncheon reports, year survey conducted by the Institute of 
equipment and the other covering school election of board Design at the Illinois Institute of Tech 
supplies, social stationery, art supplies 2 p.m.—Trade exhibits nology. 


























STOP! LOOK! SELL! 


DRAWING SETS 
DRAFTING INSTRUMENTS 
DESIGNING AIDS 
DRAFTING MATERIALS 
DRAWING EQUIPMENT 
MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 





No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
teal sales stimulator! 


ee ¥ That’s w 
ee ee enn ’ ng abou 









No. 5000D - FREE Counter Display ible moc 
with 12 Alvin Precision Lead Pointers. pen and 
Four knife-edge blades-assures a per- a od 

fect true point every time. A sure bus- 40% discount on any display, plus No W 
iness builder! additional 10% en purchase of 3 of . 
Retail price:......... $21.00 more different displays. Over a tyling C 
ere 12.60 dozen displays to choose from. 





tall PE 


8.40 Send for free display brochure. 

















Now, for the first _, —— may Carry . full line of new carries 1 
rotary calculators. ntrol Systems, inc., distributor of the . : 4 ‘i 
world-famous PLUS line of key-drive machines, now offers the GIANT - NEW = °4 poges — fully illustrated showing Alves writes, u 
outstanding DIEHL line of full keyboard automatic calculators ALVIN complete line. 1001 quality items at the right é 
to the retail trade. price. Orders promptly filled. Also on ideal nal ink 





CATALOG 








sales tool. Retail P 
“QUALITY AT THE RIGHT PRICE” ormedi 


ALVIN & COMPANY, INC} 9 isscori 


Windsor, Connecticut counter 


WRITE TODAY for full details of the PLUS-DIEHL dealership 
plan. it offers a compiete new field for profitable calculator sales. 


PLUS-DIEHL Caiculator Division 


CONTROL SYSTEMS, INC. 


5 Beekman Street New York 38, N. Y. REctor 2-0045 
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the new Venus ‘365’ is another 
*|| terrific money-maker! 


; That's what stationer after stationer is say- 











Add it up: no writing instrument offers 
you a greater profit opportunity in ’59. And 
we're putting big money on it... we're back- 
ing the ‘365’ and the entire ball PE N-cil line 
with an expanded advertising and promotion 
program spearheaded by a campaign in LIFE, 
THE SATURDAY EVENING POST, and key 
business publications. Get ready. There’s lots 
of sales action now. And there’s going to be 
lots more. Order now. 


VE NUS! 


©1959, VENUS PEN & PENCIL CORP., LEWISBURG, TENN. 


ng about the new Venus ‘365’—the retract- 
ble model of the famous “‘cross between the 
yen and pencil.’’® 

plus No writing instrument has the unique 
es yling and performance of the Venus ‘365’ 
wre. all PEN.cil. And no writing instrument 
———d mies this guarantee in writing: the ‘365° 
a wniles, writes, writes one full year on the origi- 
n ideal ual ink-cartridge or a new cartridge free. 
Retail price? Only $1.29 with a choice of fine 
medium point. No wonder the Venus ‘365’ 
INC. Sscoring more and more sales both over-the- 
= ‘unter and with business and industry. 
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ot OF AO) 8 — 
PROFIT 


When you Allen-ize by selling the R. C. Allen 
line your sales are easier, your profits great- 
er. Take the R. C. Allen 10 key Model 5111 
adding machine . . . it boasts of selling fea- 
tures galore that put it in a class by itself. 


ee ee 
~ i a 




















Here are the features that make your selling 
easier: Automatic credit balance . . . Auto- 
matic step-over multiplication . .. Positive 
back Space correction... Line correction and 
non-add keys . . . Credit balance, subtract 
Tale meta -toli@co)e-1t-Slaua-1e Mam) [01-4 (- Wee loll le) (-B- late 
triple cipher keys .. . plus the famous R. C. 
Allen Memory and Recall keys that make any 
fe} el -1¢-) 0c) ar- a -). 40) -10 6 

So, make yourself a profit expert... by 
Allen-izing for more profit. 


‘> = 
ei) } 


4189 10 key 815 Full Keyboard 


— 


707E Portable 


R.C.Allen Business Machines, Inc. 


682 FRONT AVE., N.W., GRAND RAPIDS, MICH. 


Adding Machines « Bookkeeping Machines « Cash registers 
e Typewriters * Safes and Insulated Files * Carbon Paper 
and Ribbons ¢ Precision Aircraft Instruments 


1 want to Allen-ize for more profit. Send me the 
complete information. 


Name 
Address 
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Mark Finch of Hallmark Cards displays part of some 4,00 
rare Christmas cards he discovered in a St. Louis antiques shop. 
The cards, assembled by an eccentric 19th century English 
collector, were thought to have been destroyed by Germ 
bombing of London. The find has become part of the Hallmark 
antique card collection now totaling more than 30,000 pieces. 


VIEWS 
of the NEWS 








Distributor and dealer personnel lined up for this photo after 
a three-day Columbia-Hallowell course at Fort Washingt, 
Pa. Left to right are Samuel Lakow and Kenneth J. Graf, beth 
of Samuel Lakow & Sons, New York; W. L. Kreider, Standard 
Pressed Steel Co.; Raymond A. Phaneuf, R. A. Phaneuf G, 
Waterbury, Conn.; H. Thomas Hallowell Ill, SPS; John $. Fe 
guson, R. A. Phaneuf Co., Wilson A. Miller, The White Supply 
Co., Waterbury, Conn.; H. P. Kirk, SPS; Charles F. R 

Jr., Braun & Rutherford Co., New York; D. P. Oswald, $?5; 
Jules Poisson, Braun & Rutherford; Edward J. Cross, The $. A 
Barnes Co., Warren, Ohio; W. H. Parker, SPS; John J. Blin 
White Supply Co.; Samuel A. Barnes, S$. A. Barnes Co.; FB 
Puckett, Columbia-Hallowell; Leslie A. Kleihaver, Wage 
Henzy Fisher Co., Cleveland; and Russell K. Tompkins, Bros- 
denburg’s, Ambler, Pa. 
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ur Gallway, right, executive director of the Muscular 

y Associations of America, accepts contribution from 
lay Scheinman, president of Cole Steel Equipment Co. and 
te muscular dystrophy campaign chairman for the office 
equipment industry. 
























- 
‘Wd 





. 
ving Samuels, right, president of Abbott Distributing Co. in 
los Angeles which serves office supply dealers in California, 
meived a personal visit and thanks for a job well done 
om Bertram W. Coltman, Sr., left, president of Republic 
Holding Corp., and Ralph Wall, center, Republic’s California 
rep, 





he Santa Claus at Kobackers Department Store in Canton, 
Ohio, used a mechanized file to keep track of the thousands 
of gift requests he received during the recent holiday season. 
in on interview, he said this modern way of handling records 
®abled him to assign more of his Brownies to toy-making. 
Photo courtesy Diebold, Inc.) 
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< “A" MODEL VisOmatre. 


. 
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It's a fact... R. C. Allen's dealer quota 
program offers you the biggest profit 
potential in the industry . . = for selling 
the most advanced, feature-filled new 
typewriter on the market today. 


And, it's available at the /owest dealer 
cost in selling the school market. 


Here are some of the new VisOmatic’s features: 
@ new built-in dual card holder 

fully automatic margins 

fingertip tab set and clear buttons 

new automatic bail for instant paper insertion 

half space escapement and margin justifier 

choice of seven office-matched colors 


Write for information on an exclusive territory franchise. 


R.C.Allen 4 


Business Machines. Inc. = 


s 





682 FRONT AVE., N.W., GRAND RAPIDS, MICH ae 


Adding Machines « Bookkeeping Machines e¢ Cash Registers « Typewriters 


Safes and Files e Carbon Paper and Ribbons e Precision Aircraft Instruments 
98 
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NEW PRODUCTS .. . (Continues trom page i 


Fiberglass Chairs 
The Brunswick-B 
Says a trend towar 
fiberglass classroom 
to make itself felt 
ment industry. In mparison 
wood, they contend, fiberglass 





greater impact stren more 

producing resiliency, easier gum 

properties, more permanent @ 

virtually absolute resistance to 

In a recent experiment, the 

says, 10 normally damaging Jab 
liquids, ranging from chloroform to hydrochloric acid, § 
mar or pit Brunswick's “Lifetime Fiberglass’ in consecutj 
minute test periods 


Charting Tool 
Labelon Tape Co., maker of 
‘Write-on-it’” tape and charting 


- asf 
a systems, has introduced its GP 
, a new charting tool for use 


Pen, 


Pan-American Jet Clipper 


with the company’s extremely 


| narrow tapes. Made of durable, 
a | colored plastic, the new pen , 
. | makes possible the fast, accurate y 


placing of lines on charts, lay- 
Quickly! Smoothly! In travel by modern outs. and graphs, without the 
airliner. In mushrooming sales and turnover annoyance of smudged ink lines 
with modern, exceptional, Weldon Roberts | or any irregularities. It is pencil-size and light in weight. Ui 
Jet Erasers. Take advantage now of your Ronis Sheen ait ail wal ota helen b lied 
customers’ appreciation of dramatic Jet Age mee Coe oa eS ee ee eee et 
speed and progress in office procedure by 
featuring sensationally popular Jets, so won 
derfully new and time-saving, so unbelieve- 
ably clean in use. . : 


Photocopy Process 2 


USE 
JAME 


greater speed than with a pen or pencil. A special and exclusive fl ome 


cutting bar enables the chartist to automatically cut off the tapem 
a desired point. Selling price is $1, with a roll of tape _ 


Handy, business-like, luxury-textured 
rubber cores, in inviting clear-plastic A new office photocopy proces 
holder with pocket clip, or with whisk , described as economical for th 
brush for typists. Holder tip unscrews a ie production of either one copy of: 
so eraser stick can be moved outward hundred and capable of reproduding 
every kind of original matter, hs 
been introduced by Peerless Phote 
Products, Inc. The new proces 
which will carry the trade-name o 
“Quick Silver,” is a new fast-development, chemical-stabiliad 
silver-photography process which uses only a single sheet o 
sensitized paper to make a copy. By exposing the original in @® 
tact with this sensitized sheet, a right-reading negative stat (whit 
on black) is obtained by a single pass through the machine - 
the whole procedure taking less than 30 seconds. This negative 
stat itself can serve as the finished copy, or it can be wei 
as a master copy to make any number of positive copies #? 
cost per copy of about 4 cents. 





b> 





No. 827 JET 


Gray rubber core for erasing ink and 
typewriting. 


7 WHISK-mave in usa. 


No. 838 BALL POINT JET 


Green rubber core for erasing ball 
point ink and India Ink. 











No. 825 JET 


Red rubber core for pencil erasing and 
cleaning. 





a 


Ml Point JET ERASER 838 


Refills, of course. 


No. 800 JET TRIO 


All three textures with refill for each, 
in attractive, clear-plastic box. 


Intercom System 
Merco Recording Co. is placing 
on the market a two-station (or 
more) intercom system which 
ORDER TODAY! operates for months on a single, 
| self-contained standard dry-cell 





==: | battery, or 4 penlite batteries. Power 

WELDON ROBERTS RUBBER CO. is used only when the system is 

365 Sixth Avenue, Newark 7, N. J. | actually used. Volume from _ the 

system's 4-inch permanent speakers 
is controlled at the master station. At the remote station a pea 
= | can communicate while continuing to work several feet from the 
RoSeuts station. Merco recommends its new 4-transistor printed circu 
Waldon system for distances up to a mile, especially where house current 
Snorer is not available, or for temporary installations where the location 

| of stations must be frequently changed. List price for ¢ 

| system with 60 feet of cable and battery is $69.95. 














World's Foremost Eraser Specialists 





Correct Mistakes in Any Language 
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ACTUAL SIZE iF You ACT FAST, You CAN 


{Too big 10 get it all on this page) 
wr cli ‘A DOUBLE YOUR PROFITS 
: eee 


| ae ON DICTIONARY SALES 


Macaeae) = | FREE with 10! 


IF YOU ORDER BY MARCH I, 1959 


VEW 1(@) ae, HERE'S HOW IT WORKS OUT IN DOLLARS AND CENTS 


That’s right — | ORDER | cost | SERGEo | prorit 


"7; 


m_ = se FS eres essere 











for every 10 


10 
d 11 
DICTIONARY iii 


30 
GET 33 | $119.48 | $222.75 | $103.27 


$40.50 $74.25 $33.75 








—_— 


extra copy 60 
GET 66 | $234.90 | $445.50 | $210.60 


free! 
> J 
“The Experts 100 | $384.75 | $742.50 | $357.75 


. . 99 
Dictionary 
USED AND RECOMMENDED BY . 
ute ama seco, Ii WEBSTER’S NEW [WORLD 
i STUART CHASE CLIFTON FADIMAN |; 
ERLE STANLEY GARDNER 


ERSKINE CALDWELL RALPH McGILL DICTIONARY 
PALMER HOYT ASHLEY MONTAGU 








GET 110 





























n and scores of others 


] 7 y ! Y ! a] ] 
LEE 142,000 words detined NEWEST! BIGGEST! FASTEST SELLING: 
’ a (10,000 more than any other 
or the desk dictionary) DICTIONARY A DICTIONARY Z 
mil 1,760 pages ; , 
“Prodaing (300 more than any other id : Display it 
attr, ba desk dictionary) , " - 
alongside any 
ess Phon More than 3,100 terms 
| Pe illustrated other desk 
re = Renal WF cal dictionary 
shealiad Officially approved , : and watch it 
al in con at more than 1,000 colleges outsell all 
tat (whit and universities : Kae 
aching — competition. 


5 negative 


Preferred in modern 
| be used 


pies ats business houses AND JUST LOOK AT THIS DISCOUNT SCHEDULE: 


“THE FIRST TRULY NEW 5 copies—40% 25 copies—41% 


ao 50 copies—42% 100 copies —43% 


; : CLIP THIS COUPON NOW — MAIL IT PROMPTLY 
Nationally advertised 
the year round —— a a a os oe = OFFER EXPIRES MARCH 1, 1959 = = ow os oe oe oe oe oy 


Please shiptheorderofthumb- THE WORLD PUBLISHING COMPANY, Dept. M-1 
IM E indexed Webster’s New World 2231 West 110th Street, Cleveland 2, Ohio 
Dictionary, College Edition, 
checked below @ $6.75 a copy 


THE - less discount indicated, it be- 
NEW YORKER ing understood that we are to 
receive 1 FREE bonus copy 

Saturday Review 


for every 10 ordered. 
C] 10 at 40% discount 
among others 0 30 at 41% discount 
[] 60 at 42% discount 
[] 100 at 43% discount City Zone__State 
a a ed celal oi ea eee 
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Youll sell more 


“Quick Service’ Monogramming 






Christmas Cards Lead Pencils 

Writing Papers Fountain Pens 

Book Matches Playing Cards >» 
Paper Napkins Leather Goods 






You can RENT a Kingsley 
Machine for only 21c a day! 


With a Kingsley Machine you can monogram 
the above gift items right in your own store! 


This Quick Service promotes extra gift sales 
...and brings in new customers who can’t get 
Quick Service elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions,” and complete in- 
formation on our Rental Plan (only 2ic a day). 


KINGSLEY MACHINES 


. 850 Cahuenga - Hollywood 38, Calif. 
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Portfolio Display u 
A point-of-sale ay ack is: fm 

to retailers with one dozen each 

four new Penn State Industries por 

folio styles. The k will have , 


printed display at 

tioned. It holds px 
i”, 10° by 15",-12 
with plastic zippers) 
portfolio with tuck 
folios 


top and is 5 
lio sizes §” by 
Dy 18", (all thre 
nd the EXECUtiye 
K Closure, Pog 
come in black, brown, qj 
made of heay 
ain embossing 


green and blue and are 
vinyl with leather eg: 


Combination Ruler 


Helberg Enterprises, Inc. is market- 
ing a new, cleverly designed, combina- 
tion ruler and teaching device. Called 
The Combo-Ruler,” this unique device 
is made of white polystyrene plastic, 
12” in length, wide and 3/16” 
thick. The face of the ruler reveals the 
regular 12 one-inch each 
calibrated 16ths. As such, it is a 
standard ruler for linear measurement. 
All markings are black. Each of the 
one-inch divisions is a separate, hinged unit. Each may be tue 
revealing the underside of the ruler face. Since the face of 


1-34" 


divisions, 
into 


over 


the ruler has been divided into 12 equal parts, each of ¢ 
undersides is marked at its fractional value of 1/12th inch an 
the decimal equivalent. Turning over these face units reves 


the base which contains comprehensive fractional, decimal an 
percentage information. Retail price is $1.25 


Easelbinder 26 


Plan Hold Corp. has 
new loose-leaf binder for charts, map 


introduced 


schedules, and all large sheet mate 
ial. The Easelbinder 
aluminum friction type Plan H 

binder which will accommodate 

to 1 inch thickness of sheet materia 
without mutilating sheets in any wa 
The Easelbinder requires no pund 
ing of holes in material and is fu 
nished with rigid, attractive Leathe 
wood Easelbinders are « 
fered in three standard sheets sizes: 12" by 18”, 18” by 24 
24” by 36”. The Easelbinder is recommended as an excellent 
medium for sales presentations and textile displays. Plan He 


employs _ the 





covers 


also announces its new catalog No. 1-59 which shows 

complete line of vertical filing equipment 

Office Partitions 27 
The H-O-N Company has ac- 

quired a new line of office parti- 

tions to further supplement ser- 


vice to its dealer organization 


Efficient, attractive partitioning at 


economical prices can be accom- 
plished through use of the new 
equipment, H-O-N officials say. 


Space divider sections are 72 
inches high, with the solid panel 
extending 52 inches from the floor : , 

and capped by 20 inches of glass or perforated hardboard 
Panels are constructed of tempered hardboard, and are avail 
able in nine colors. They are made in 36 inch widths, with 
smaller sections made to size to precisely fill out wall te 


quirements 
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» Label Inserter 
puts your sales message 
INSIDE the package! 


The Label Inserter can be clamped to any desk, 
table, or counter top, ready for use, in less than 
a minute. Anyone can operate the machine. No 
skill is needed. It takes just three quick motions 
It’s as easy as metering your mail. 








Sample Label—actval size 


Today, you—the retailer—are faced with a tricky mer- 
chandising problem: how to get your sales message 
inside sealed, film and paper wrapped stationery 
supplies... where it will be seen at the right time to build 
repeat sales for you. And the problem is growing. This 
year, every major desk calendar manufacturer will pack 
1960 refills in film and manufacturers of similar items 
are joining the parade. 


LABEL INSERTER SOLVES PROBLEM EASILY 


Retailers at the Chicago Convention were amazed to 
see how easily, how quickly Ever Ready’s new Label 
Inserter solved their ‘‘in-package’’ store promotion 
problem. 

The Label Inserter puts a pressure-sensitive backed 
label, printed with your copy, between the pages of film 
or paper wrapped refills (desk calendar pads, loose- 
leaf pages, typewriter paper, tablets, etc.) without 
impairing the salability of the package. No messy moist- 
ening. You simply insert the blade of the machine into the 
side of the package and the label stays there. The label 
does not mar the pages or sheets. It can be lifted off by 
the customer when the time comes. The machine can be 
adjusted to put the label where you want it—at or near 
the top, in the middle, or near the bottom of the package 
—to remind the customer that it is time to re-order 
from you. 


START BUILDING PROFITABLE REPEAT SALES TODAY 


It has been said that “it is better to own a market than 
to own a business.’’ “Owning a market’’ means having 
customers who keep coming back to you to buy their 
stationery supplies. With the Label Inserter you can have 


2,000 ‘salesmen’ telling your customer that it’s time to 
re-order—from you—for about two cents each, or 
5,000 for about a half-cent each...less than the cost of 


a postage stamp. 
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KIT INCLUDES YOUR OWN PRINTED LABELS 


The Label Inserter comes to you as a merchandising kit, 
complete with two thousand printed, pressure-sensitive 
labels. Labels measure 1%4‘'x 1‘. Plenty of room for a 
re-order sales message. 


MONEY BACK GUARANTEE 


The Label Inserter Kit is factory priced at $24.95, includ- 
ing 2M printed labels. Additional labels are priced at 
only $3.50 per M. Copy changes, if desired, are $2.75 
per change. 

These prices are possible only because all unneces- 
sary selling and handling costs have been eliminated 
and are based on long runs, giving you the benefit of 
lower costs. 

Make your packaged merchandise sell for you... 
bring the customer back for more. Your money will be 
returned without delay if not completely satisfied. 
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LABEL INSERTER KIT ORDER FORM 
oe Calendar Mfg. Compan 

ay Street, Jersey City, New J ~ 
Please enter my order fo ae 
ing 2M Pressure-sen 


as attached. 


Label inserter K 
Siive labels per kit 


Nome___ 


Street____ 


oe 


0) Check encio Zone 
ted—you pay post 

ose [ Ship € 

O) Charge to my oo- 
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open account 


EVER READY CALENDAR MANUFACTURING CO. 


SO BAT SEREET, JERSEY CITY, MEW. JERSER 


. it(s), includ. 
Printed with copy 
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She’s wooed by many 








but Miss Secretary’s 
heart belongs to 


A. W. Faber 


ERASERSTIK: 


The original grey eraser point —always best for erasing. 


They've tried rushing her off her feet, 
whispering soft blandishments into 
her ear—even giving her free competi- 
tive products, but Miss Secretary keeps 
steady company with her first love 
ERASERSTIK. 
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Because ERASERSTIK is the first, the 
original pencil-shaped eraser and noth- 
ing has ever equalled its quality 
although many have tried. 


Because ERASERSTIK is—let's face it 
a handsome product, a white-polished 
beauty that is without equal in looks. 


Because ERASERSTIK has become 
“habit’’—like her favorite lipstick. And 
buying habit is the most powerful profit 
bonanza in the world. 


We ask you—isn’t this a profit beauty 
to warm your heart? Man, if you're not 
selling ERASERSTIKS by the bushel, 
you're just not interested in money. 
Orders shipped promptly, sold rapidly 
—and all you have to do is bank the 
profit. Order today. 


A.W. FABER -CASTELL 
PENCIL CO., INC. NEWARK 3, N. J. 
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NEW PRODUCTS ..... 


Novelty Glasses 28 
Social Drinkers are the newest ad- 
dition to the Box Card line. Each 
set of six Double Old Fashioned 
Glasses is packaged in an individual 
display carton. They were designed 
by William Box with a sophisticated 
and humorous approach to entertain- 
ing. Retail price is $5.95 per set. 


Duplicator 


American Office Equipme 
a announces the new Ideal Mog 
electrically operated, AC/D 
screen process stencil dupie 
Featuring semi-automatic eg 
inking, precision feed, and 
able speed from 40 to 140 @ 
per minute, the Model “E” jg 
to turn out volume work at low expense. Color gh 
simplified by rubber ink distributing rollers which remain 
place during the switch-over. All paper sizes from poste 
131." by 15” are accommodated without additional attach 
A Model “G” is available for hand operation. 


Scissors Merchandiser 
The Acme Shear Co. is featuring 

six Hy-Test scissors and shears on : HY-TEST 
a colorful new self service easel FORGED 
display that comes at no extra cost sce 
with the purchase of deal No. younenr 
2800. Included are one dozen 
each of the 5” and 6” sharp 
point sewing scissors, 4” sharp 
point utility scissors, 4” blunt 
safety scissors, 7” household 
shears and 71” barber shears. - ¥ 
The display is 1434" wide by 1534” high and may be ge 
played on counter, pegboard, island or wall. Each of ie 
scissors and shears is individually mounted on a bright i 
and yellow card. Total retail value is $39.12. 


Cash Register 


The first model in a new li 
of low cost cash registers wilh 
indication has been introduced by 
R. C. Allen Business Machi 
Inc. The new cash register, ¢ 
nated the “8310, is said to ¢ 
the fastest indication operation Of 
the market. It is an electric, get 
eral purpose cash register desigh 
ed to give maximum protection 
convenience and information, I 
addition to its use as a gener 
purpose cash register, the “8310 

can be operated as an independent, norma) capacity adding 
machine at a turn of the manager's key. The new cash 
register carries nine commodity and five department keys 
with enforced designation, plus visible dial with shutter loc 
and lock controlled total and sub-total. Other features of thi 
single ring, single total machine include automatic clear 
signal, motorized repeat key, large writing table, and # 
all-steel cash drawer with adjustable “Speedi-Change” plasté 
till. The compact machine, with a choice of color combins 
tions, is only 18 inches long, 171 inches high, and 14% 
inches wide. 
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BIRTHDAY ZOO 
Nut Cups No. 78-036 


BIRTHDAY ZOO 
Centerpiece No. 77-036 
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BIRTHDAY GIRL 
Nut Cups No. 78-032 


Pakay DIVISION 
NASHUA CORPORATION, MS39 
44 Franklin Street, Nashua, N.H. 


Please rush my free copy of your ALL NEW, 
FULL-COLOR 1959 CATALOG No. 13. 
Name 

Store 

Address 


City Zone State 





BIRTHDAY ZOO MATCHED SéT 
Table Cover No. 48-036 Plates 9” No, $0.1 
Luncheon Napkins No. 10-036 Plates 7” No, $3.) 
Plastic Coated Cups No. 60-036 


ZOO 
Coloring Place Mats No. 39-801 


LITTLE GIRL 
Coloring Place Mats No. 39-800 


pakay, 


BIRTHDAY GIRL 
Centerpiece No. 77-032 


BIRTHDAY GIRL MATCHED SET 

Table Cover No. 48-032 Plates 9” No. 50! 
Luncheon Napkins No. 10-032 Plates 7” No. 53- 
Plastic Coated Cups No. 60-032 
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YOUR FUTURE IS GREAT IN A GROWING AMERICA 









THE CITY THAT DIDN'T EXIST A MONTH AGO 


Every 30 days the U.S. adds as many new Americans as 
lve in Norfolk, Va.—creating brand-new wants and 
needs which must be satisfied. 


What does this mean to you? It means greater opportu- 
ities than ever before—in all fields. Home construction 
ls expected to double by 1975. Power companies plan to 
increase output 250% in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 


led 


ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 
there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


I.More people . . . Four million babies yearly. U.S. popula- 
tion has doubled in last 50 years! And our prosperity 
curve has always followed our population curve. 


2. More jobs . . . Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 


3. More j income . . . Family income after taxes is at an all- 
time high of $5300—is expected to pass $7000 by 1975. 


. More production . . . U.S. production doubles every 20 
years. We will require millions more people to make, sell 
and distribute our products. 


. More savings . . . Individual savings are at highest level 
ever—$340 billion—a record amount available for spend- 
ing. 

. More research . . . $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


. More needs . . . In the next few years we will need $500 
billion worth of schools, highways, homes, durable equip- 
ment. Meeting these needs will create new opportunities 
for everyone. 


Add them up and you have the makings of another big up- 
swing. Wise planners, builders and buyers will act now to 
get ready for it. 


FREE! Send for this new 24-page illus- et 
trated booklet, “Your Great Future in a Great Future 
Growing America.’”’ Every American ina 
should know these facts. Drop a card to- | Si mere 
day to: ADVERTISING COUNCIL, Box 10, 

Midtown Station, New York 18, N. Y. 


(This space contributed as a public service by this magazine.) 








Justrite Envelopes Introduce 
NEW Bank By Mail Line 





Hw: the streamline banking envelope that can 
increase your sales and profits. It's the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit. . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10. . . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 


Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 


° 300 East Fourth Street * Saint Paul |, Minnesota 
vite, 20 East Jackson Boulevard * Chicago, Illinois 
JUSTRITE ENVELOPE MFG.CO., INC. 

523 Stewart Avenue, S.W. ¢ Atlanta, Georgia 
SEHE 8S AR@OBC) oly 
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NEW PRODUCTS ..........9m 











Chess Set 


An original figurine Renais. 
sance chess set, valued at $50 


000 has been reproduced by 
in four styles 


E. S. Lowe Co 
to sell at prices 
$3.98 to $14.95 Duplicated jg 
a new, wood-grain, high-im. 


ranging from 

pact Composite plastic Mater. 

ial, the life-like figures bear 

all the markings, incisions and subtleties of the Renaissance 
wood carvers tools. All sets are felted and include a pro. 
fusely illustrated, 16-page book dealing with the romance of 
the Renaissance period, and telling how to play the game of 
chess. 


St. Patrick’s Day Cards 33 

Barker Greeting Card Co. has re- 
leased a line of St. Patrick’s Day 
Cards, a few of which are illustrated 
here. The company says “everybody 
is Irish’ on St. Patrick's day (March 
17) and Barker will be happy to 


send samples or have a salesman call. 





Writing Paper Promotion 


— Women's interest in projecting 
. their personalities and in hand. 
writing analysis as a clue to the 
inner self is being employed by 
Eaton Paper Corp. to stimulate 
writing paper sales this spring. 
Around this theme the new “Per. 
sonality Package” was designed. 
Announced as a_ special value 
available for a limited time only, 
this $1.59 retail unit assorts five 
popular katon papers (each in a different tint and texture) 
white-lined envelopes, and a free 9-page illustrated booklet 
titled “Personality In Handwriting’. The text of this book 
let was written especially for Eaton by graphology authority 
Dorothy Sara. It describes handwriting clues to five per 
sonality types, names the writing paper best-suited to each 
Four color advertising in May issues of The Reader's Digest 
and Seventeen is expected to concentrate consumer demand 
in late-April and during May. All five papers in Eaton's 
“Personality Package” are available also in open stock. 





Electric Typewriter 

To round out their line of 
typewriters, the Dejur-Amsco 
Corp. has introduced a new 
electric machine that uses both 
carbon ribbon and the standard 
typewriter spools. The DeJur-Tri- 
umph Electric has the only gear 
driven carriage return in the in- 
dustry, a heavy-duty hysteresis 
motor for constant speed, a cut- 
off switch that turns off the power } 
last character has been typed; a thermal cut-off switth 
to guard against overloads, air shocks on carriage 
return and tabulator. Construction features include ier 
changeable carriage, removable platen, seven repeat keys, 00a 
glare finger molded keytops, paper injector and ejector, 
erasure table. The Carbon Ribbon Electric has single, double 
triple and half spacing, 45 keys — 90 characters, die-cast 
magnesium alloy double-frame construction and one-stroke fib 
bon reverse. 





three minutes after the 


MODERN STATIONER, MARCH, 1959 






























Renais 
at $59 


iced by 
1 styles 
ng from 
Cated jn 
high-im. 
Mater. 


€s bear 


‘aissance 


a Pro- 
lance of 
game of 





34 


Ojecting 
| hand. 
to the 
yed by 
‘imulate 
spring. 
w “Per. 
esigned 
value 
ie only 
rts five 
exture) 
booklet 
; book 
thority 
ye per- 
0 each 
Digest 
demand 
Eaton's 
ck. 


35 


ter the 
switch 
-arriage 

inter- 
'S, 002 
or, and 
double, 
Jie-case 
‘ke rib- 


1959 








Balanced inventory + rapid turnover = 
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more profit for you 





Names of Sponsoring Wholesalers 
(location points of warehouses) 


ASSOCIATED STATIONERS 
SUPPLY CO. 

Chicago, Cincinnati, 

Charlotte , N. C. 

Miami, Jacksonville, Tampa, Fla. 


BAINBRIDGE KIMPTON 
AND HAUPT 
New York City 
BAINBRIDGE-MARYLAND 
Baltimore 


BAINBRIDGE-SOUTHERN 
Charleston, S.C. 


BROWN BROTHERS, LTD. 
Toronto, Vancouver 
BUNTIN GILLIES 
Hamilton, Ontario 
CARPENTER PAPER CO.— 
FEDERAL STATIONERY CO. 
Kansas City, St. Paul, Denver, 
Ft. Worth, Houston, Okla, City, 
CENTRAL OHIO PAPER CO. 
Columbus, Cleveland, 
Charleston, W. Va. 
Indianapolis 
J. K. GILL CO. 
Portland, Oregon, Seattle 


A. |. GOLDBERG 






























New York City 








KERR PAPER CO. 








Amarillo, Texas 














MUTUAL PAPERS 
Detroit 








S. P. RICHARDS PAPER CO. 











It Takes a 
Full Line... 


As a modern retailer, you know greater profit depends on faster 
turnover. Buying more and more items from a Full-line Whole- 
saler enables you to carry less inventory —lets you make full use 
of every square foot of store space. The well-stocked store, with 
effectively displayed merchandise, attracts customers—gets more 
store traffic. Having a greater variety of fresh merchandise 
achieves faster turnover—makes you more profit. 


The Full-line Wholesalers listed here will give you merchandis- 
ing help. They welcome mail orders—write today. Ask your 
Full-line Wholesaler why it takes a balanced inventory and rapid 
turnover to make the biggest profit on your dollars invested. 


OFFICE SUPPLIES AND EQUIPMENT WHOLESALERS DIVISION 


QV ial Htatimor Cf sucailin 


1609 SHERMAN AVENUE, EVANSTON, ILLINOIS 


Atlanta, Georgia 
A. L. SALOMON 
New York 


SCHWABACHER—FREY 
COMPANY 
San Francisco 


STATIONERS CORPORATION 
Los Angeles 


STATIONERS DISTRIBUTING 
co 
























































Fort Worth, Houston 


UNIVERSAL MANUFACTURING 
STATIONERS 
Los Angeles 


UTILITY WHOLESALE 
STATIONERS 
Chicago 


FRANK A. WEEKS MFG CO., 
New York City 


WARWICK BROTHERS 
AND RUTTER 
Toronto 


ZCMI WHOLESALE 


DISTRIBUTORS 
Salt Lake City 
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Se 
PATENTED ““CLEAN CHANGE” TYPEWRITER. RIBBON 


co PI-MATE ; now offers 


a complete 
*K merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack . . . The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED “CLEAN CHANGE” package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 
e CHART and FREE SALES LITERATURE 

A sure fire counter display (illustrated) con- 

taining complete ribbon inventory and sales 

aids. Display near cash register for quick 

impulse sales. 


COMPLETE LINE .. . Leedall has a complete 
e line of COPI-MATE PATENTED ‘CLEAN 
CHANGE” typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., inc. 
MILLTOWN, NEW JERSEY 


%* COPYRIGHT 1957. BY LEEDALL PRODUCTS MFG. CO., INC. 
INKED RIBBONS +« CARBON PAPERS + DUPLICATING SUPPIES 
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NEW PRODUCTS. ...... 





Card Display Fixture % 


Interior and window displays i 
greeting cards can be «rranged quickl; 
and easily with a series of Versatile 
new fixtures known as Crown Ca 
Holders available from Hallmar 


Cards Inc. The holders are especially 


useful in displaying the new cp» 
temporary cards in pairs, open anj 
closed, to feature both the cover and 
interior of the greeting. The holder 


are composed of gray wooden base 
2g metal uprights and crown-shaped ten 
sion clips of gold plastic that secure the tops and bottom 
of the cards. In addition to small and medium sizes, to dis 
play one and two cards, respectively, the new fixture is ayail 
able in a larger size that exhibits up to 10 cards. The larger 
display also incorporates an oval brand-name sign that cap 


be replaced with special signs for seasonal displays, 


Telephone Mouthpiece 37 

A new device called ‘““Mouth-Peace”’ 
has been designed for use as a voice 
silencer when used in connection with 
a telephone receiver. It slips onto 
the receiver of any telephone and 
makes a confidential conversation in- 
audible to others present. The device, 
which retails for $1.98, is distributed 
by Academic Instrument Co 





Re-styled Reader 38 

Bausch & Lomb Optical Co. has 
announced new styling for its rec 
tangular reader. A redesigned, fluted 
handle provides easier gripping, more 
comfortable handling. The Bal 
reader frame and handle is made of 
light weight molded plastic and is 
available in three colors: ivory, demi 
blonde, and ebony. Price is $4.50 





Pen-Pencil Ballpoint Display 


A new counter display for its 
$2.95 Skripsert fountain pens, 
$1.95 Skripriter ballpoints and 
$1.95 Fineline mechanical pencils 
has been introduced by the W. A. 
Sheaffer Pen Co. It has a yellow 
and blue color scheme, and 36 of 
each of the three products are dis- 
played on revolving cones for 
easy selection. It is shipped with 
all orders for three dozen each 
of the pens, ballpoints and pencils. 


Labels 40 

The May Tag and Label Corp. has enlarged its line # 
plain and stock-printed pressure sensitive labels. File Folder 
Pressure Sensitive Labels have also been added to the Maco 
family of products. They are made in white and in a variety 
of 10 colored borders. The labels are packed in a two-tont 
box with cellophane front and easel back for counter 0 
window display. Made-to-order pressure sensitive labels art 
available cut single, die cut, in roll form and printed or ef 
bossed. 
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says: MILTON L. CANOTAS Greetings, Inc. 
Lawrence, Mass. 


My customers are impressed with the attractiveness 

of my new Panoramic Department. | am proud of the 
\ job Gibson has done. The display of cards is the best 
\ | have ever seen... lookers become buyers and our 
cash registers prove the difference. 


38 
Co. has 
its rec 
d, fluted 


ng, more 
e Bal 
made of 
> and is GREETING CARD 
ty, demi 
$4.50 


Gibson . .. first again with the outstanding develop- 
ment in greeting card merchandising . . . the result 
of years of research. Two, three and four foot 
lengths are joined to create one continuous flow 
of greeting cards commanding your customer’s at- 
tention. No fixed separators, no double fixture ends 


THREE GIBSON- 
ENGINEERED UNITS 

(as at left, two feet, four feet 
and three feet long) may be 
joined end-to-end in any com- 
bination and for any length 
Only two finishing panels are 
necessary at extreme ends. 
(Inside and outside corner 
units are available.) 








; line of 
e Folder 12-TIER UNITS recom. 
he Maco ——— where limited space 
ol 'S @ factor in proper display. 
a variety Holds 1% more cards than 
two-tone Stier units. All units in both 
inter of Sizes have adjustable levelizers } 
le ae to assure solid, floor-hugging i 
De fixtures. Filing cabinet draw- f 
1 or em- €rs on double nylon ball bear- : 
ing rollers roll easily ... 
never tip or spill 
H, 1959 














Pesssesceessesessesssssssen= 


DEPARTMENT 


dising you wish . . 


PANORAMIC 





Rush my free Panoramic Display booklet. | want to see 


for myself. 


Name__ 


Tnnediate Soles luctease 


says: BRUCE BUCKNER Ohio Pen Shop 
Cincinnati, Ohio 





Title 





Store Name 


My new Panoramic Department generated immediate sales 
increases. It improved the appearance of my store so much 
. . « people just walked in to see how modern it was and 
stayed to buy. | display more cards in a continuous array 
... it’s great! 


... you gain 8% card display, decide the merchan- 
. arrange and rearrange it at 
will. Each displayer is covered with magnificent 
grained Formica ... more beautiful, more practical 
than wood. Gibson makes this finest of all greet- 
ing card departments available to your store. 


The Gibson Art Company 
Cincinnati 37, Ohio 





Address 





City. 


Zone 


State 
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PROFIT 
PROMOTERS 
by “SHACHIHATA” 


Quality Stamp Pads for 40 Years! 














Color of ped’s frame 
indicates its original 


ink’s color 

















Color of 


ink'’s color 


ped’s frame 
indicates its original 

















Color of Pen'’s holder 
indicates ite original 


ink’s color 











PATENTS for these 3 products are applied for 






















“HOMO” STAMP PADS 


GRACEFUL DESIGNS VIVID COLORS 
LARGER INK CAPACITY REASONABLE COST 


Clear impressive colors ...svitable for 


stamping on documents and ledgers. 
For re-inking ... use only Shachihata Stamp 
Ink Automat “ 58" | 


SIZE : H-4, H-3, H-2, H-1. 
Available in 6 colors and uninked, and 


also foam rubbe; stamp pods. 





“NEO” STAMP PADS 


NON-SMUDGING 
VIVID COLORS 


NON-FADING 
EXCELLENT DESIGNS 


Permanent impressive stampings, even on 
“hard to stamp™ surface, cloth, wood, and 


so On. 


For re-inking ... use only Shachihata Stamp 
Ink NEO-88 ! 


SIZE : HN-4, HN-3, HN-2, HN-1, 


Available in 6 colors and uninked. 


CHEMI-PET MARKING PEN 


WRITES .. DRAWS .. MARKS .. 
on any surface, paper, wood, cloth, plastic, 





metal ond etc... 


QUICK - DRYING 
REASONABLE COST 


NON-FADING 
VIVID COLORS 


suitable to teachers, artists, designers, 


students, and so on. 


For re-inking ... use only Shachihata 
Chemi-Pet Inks! 


Packed in 10 


color's box and one dozen box. 


Available in 10 colors. 





SHACHIHATA INDUSTRIAL CO., LTD. 


65, Uwabata-cho, Nishi-ku, 
Nagoya, “JAPAN 
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NEW PRODUCTS ...... 


Tape-punching Registers 4) 

Sweda Cash Register, Inc. has 
entered the automation field wis 
a series of Poi of-Sale Register, 
which can be used to input 
Automated Data Processing equip 
ment. Already eveloped, field 
tested and in production are ty 
Point-of-Sale register models which 
will provide input data jp the 
form of punched paper tape o; 
punched price tags. These mode 
are compact in size and modern in design to fit in existin 
store fixtures. The latest development, being tested now H 
the Sweda E-3 Electronic Audit Strip-Reader. This unit ; 
capable of reading a coded detail audit strip which contain 
ten (10) digits of information produced by Sweda Cash 
Registers. The E-3 Reader is capable of reading 100 ling 
per second and supplies information as direct input ig. 
electronic computers, or the information can be recorded on 
magnetic tape for later handling in various types of day 
processing equipment 























































Partition Channels 42 
Waljohn Plastics, Inc., has an- 
nounced a custom service on their 
flexible, unbreakable  polyvinyl- 
chloride plastic channels for the 
better fitting of glass or plastic 
sheets in all types of sliding doors. 
partitions, room-dividers, alumin- 
um thresholds and door sweeps. 
The channels, custom-extruded in 
many different types, colors, sizes 
and dimensions, fit easily into the 
metal channels and insure snug fit for the panel, as it slides 
into place. Installation is simplified because their use eliminates 
the application of putty, reducing time and_ skilled labor 
costs. Having the expansion and contraction habits of metal 
the vinyl channel gives during sudden changes in temperature 
It also acts as a shock-absorber and offers weather and sound 
insulation. Snug fit also prevents panel from rattling. 


QO® 












Steel Chair 43 


A new kind of chair has been a 
nounced in which the strength a 
permanence of steel are utilized ' 
simulate the design of the most pope 
lar bentwood-type chair of recent 
years. The chair is the new Bent 
steel, made in Texas by Falcon Manu 
facturing Co. and being distribute 
on a national basis by Goldblatt As 
sociates. Although the chair is of al 
welded frame construction and is fat 

. stronger than its wood counterpatt 
the company says it is priced about 20 percent cheaper 





Store Fixture 

A slant front 6-foot metal impulse 
merchandiser adaptable for many types 
of merchandise has shelves and glass 
divider bins that are completely ad- 
justable. Storage space is in rear of 
bottom and middle shelves. Ends are 
in painted wood or birch. The units, 
made by M & D Store Fixtures, are 
available in several lengths and vari- 
ious colors. 
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stip from Beauchamp the efficiency expert ..« 


S\ “an index tabbing 
SY’) that saves up to 
56% typing time" 


rt 


cr 
5 0 




















index tabbing and inserts fit the spacings 
on your typewriter. The line space lever 
automatically up-and-down centers 

titles on inserts . . . eliminating time 

P consuming soft roller centering 
previously required. 


/ Beauchamp’s right! AICO’s Typerite 





| 6" strip of durable plastic tabbing is 

/ easily cut to exact length of title inserts. 

| Tubular top for strength and easy title 
inserting, gummed linen skirt for secure 
attachment. Choice of 8 colors and 3 sizes. 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices. 


— G. J. AIGNER CO. 
426 S. Clinton St. 
N A See Chicago 7, Illinois 
e Plants in Chicago; 





Rochelle, Illinois; 
New York and Calif 


MALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
‘onsumer readers of business magazines carrying this AICO advertisement, 
- - = for more details circle 104 on last page 





* ingredient 


of Zreatness — Like the leaf, nature's symbol of perfection, 
Higgins India Ink is made to perfection, to enable 

artists to achieve the same superb quality in their work. 

The constant and increasing demand which sells so much 
Higgins American Drawing Ink for you is the result of excellence in 
performance unsurpassed in the history of art materials. 

Keep well stocked and cash in on this steady sale. 


HIGGINS 


In 4 Blacks, White, and 16 Colors 


SIGGINS INK CO., Inc., 271 Ninth Street, Brooklyn 15, N.Y. 
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*‘Look, Boss ...1I’m showing her how you can dec- 
orate or mend anything with waterproof ‘ScoTcH’ 
BRanD Colored Plastic Tape!”’ 





“SCOTCH” ond the plaid design ore registered trademarks of 3M Co., St. Paul 6, Minn 
se, 


Mimnesora [finine ann )fanuractunine couren' END) 


«++ WHERE RESEARCH IS THE KEY TO TOMORROW SN 
Sy 
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or easy to Hemewbe/L 


‘ 
¥ 
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| 
» 
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Rememo 


he roll memo with the reel pencil 





$D-95 
(Incl. Fed. tax) 


A iuudsome and handy unit for hoi.e or office. You'll want one for the phone 
table, one for the kitchen wall. Will look handsome on his office desk, toc 
Permanently attached chain-reel mechanical pencil pulls out .. . winds back 
automatically on 14-inch chain. In seven colors: white, red, turquoise, brown, 
yellow, black and pink, all with chrome trim. Refills with standard adding 
machine paper roll. 


© PRODUCTS 


Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 
Send for catalog describing complete PAT line 
Stomp Keeper « Tape Keeper « Reel Riter Ball Point Pen « Fin-On Pencil 
TElattach Pencil « Kev Keeper » MemoMatic *« Rememo 








Serra 
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He Dont Mean Just New: 


legal Size 15/2." x I1%/," 
legal file folder enclosed. 
Illustrated: No. 73, with handle 
Not shown: No. 72, without handle. 
Both ideal for under-arm carrying. 




































































%& EXCLUSIVE DE- 
SIGN & SELF- 
ADJUSTING 
HANDLE 

TWO BRASS- 
ROLLED QUALITY 
LOCKS, guvaran- 
teed rustproof, 
electronically 
welded to case 
EXCLUSIVE 
DOUBLE-REIN- 
FORCED BOTTOM 





Pat. Pend. 


* 





™ 


POPULAR-PRICED, QUALITY 


% 1-PIECE CON- 
STRUCTION, BRIEFCASE, Full 2 Inch 
GUARANTEED Expansion All Around 
RIP PROOF 


Daves say Expand-A-Lope obsoletes many brief case portfolios 

selling for up to $20. Revolutionary new method achieves a 

one-piece, lap-welded construction. 45-gauge, extra thick virgin 

Vinyl, Buffalo grain. No faking, no tricks; all solid Vinyl. Exclu- 

sive design with adjustable handle that lies flat when not in use. 

Dealers should know: We do not use under-gauge or reprocessed 

material; that this item cannot be compared with low-priced 
chain store merchandise or imported products. 
Your satisfaction guaranteed! 

Order a Trial Dozen Today—See Your Jobber or Write Us 

bad ORDERING INFORMATION e 

LEGAL SIZE: 15 inches x 11% inches. Legal file folder enclosed. 
DEALER NET: No. 73 (with handle) . . . $21.60 doz. 
No. 72 (without handle) . . . $18.00 doz. 


QUANTITY DISCOUNTS: 5% on 6 doz.; 10% on 12 doz. or more. 
COLORS: Seal Brown, Jet Black, Luggage Tan. 
SHIPPING WEIGHT: No. 72... 16 Ibs. per doz; No. 73... 19 


Ibs. per doz. 
PACKING: No. 72 & No. 73, 1 doz. in display box. Asstd. colors un- 
less specified. 


NEW! EXPAND-0-CASE 
tion. Exactly like Expand-A-lope in every respect, except one lock 
and 25 gauge virgin Vinyl. IMAGINE! ! 
with full 2” expansion and handle, to retail at about $2.00. Dealers’ 
cost $14.40 doz. 


(NO. 178) Made to meet price competi- 


Now ... a student's bag 


Same quantity discounts. 
ANGLER‘S COMPANY 
45-22 162nd Street Flushing 58, N. Y. 


See us in Room 1028, Wholesale Stationers’ Show, Hotel New Yorker, 
New York, March 2 thru 4. 
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NEW PRODUCTS ...... 









Photocopy Machine 4 
aii The No Manufacturig 
Corp. has troduced g fe 

Nord Imperial] photocopy mM 

chine which will COpy “gn, 

thing the eye can see” in shee 

sizes up to 15 by 1g inchs 

Though one of the 

copying machines available the 

il _company says it can be operate: 

by anyone without special skills or training and is Versatile 
enough to handle copying jobs from forms and letters of any 
size to large accounting forms and engineering drawings, 4 
well as material from bound books. The Nord Imperial fe; 


tures an internal light source and can be operated in great 
daylight than ever possible 


proximity to previously 


Drapery Fabric 


Saranspun 


4 
drapery fabrics for 
all types of office, conference, 
and reception installations 
are being promoted by The Saran 
Yarns Co. A wide selection of 
highly-styled decorator prints and 
available 


room 


solid colors are now in 
Saranspun. All the fabrics are 
solution-dyed for better color 
stability. Replacement and main- 


tenance costs are lowered with Saranspun since the materia 
will not crack and it is virtually unaffected by intense humidity 
and weather change. The fabric can be both dry-cleaned ap 
washed, and it is permanently flameproof 


Phone 


4] 


A busy executive merely pushes 
a button to reach any one of 
as many as 20 preselected P-AX 
or P-A-B-X stations by means of 
the compact, desk-top contro 
cabinet used at the master station 
of its new Type 11 Executive 
Quick-Call direct line system, ac 
cording to Automatic Electric Go 
All relay equipment needed in the 
system is located in the switch 
room, and is connected to the master station by a 30-conductor 
cable. Nothing has to be done to any of the preselected sta 
tions to make them accessible from the master station, Chang 
ing of preselected stations requires only a main frame jumper 
change. Two rows of 11 translucent pushbuttons are located 
across the front of the control cabinet. A designation strip 
fits into a holder between the rows. The 11th and 22nd push- 
buttons control special features permitting an executive t 
hold an outside call, put a tone on a busy line to indicate 
an executive call waiting, or cut in on a busy line with a 
executive right-of-way feature. 


System 





48 


Height-Slant Control Scriber 


A new “Leroy” Scriber that can 
be adjusted to form template 
characters of varying heights and 
slant angles without changing 
character width is available from 
Keuffel & Esser Co. It can form 
characters either vertical or slant- 
ing at any angle up to 45 degrees - , 
forward, and any height from 60 to 150 percent of the sit 
of the figures represented on the drawing template used. For 
height-slant adjustment, just loosen the large center knob anc 
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GOREN’S 


for Every Bridge Player 

SOLO BRIDGE BY GOREN 
All Plastic Model .................. $3.95 Retail 
UNE asibaasatiu in attiaiuniibscomsenibiel $2.40 Each 





Write for our 1959 catalog 






HEINES pustisHING Co., INC. 
123 NORTH THIRD ST. 


{S 
MINNEAPOLIS 1, MINNESOTA 
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OFFICE AUTOMATION 
with EVER-SAFE 
insulated LEDGER FILE 


> T!™ Posting Machine Carriage 
clears top of Ledger file. 
} 







aay 


Y 






Model 501 LEF 
No heavy lifting 
of trays. 


Certified FIRE PROTECTION at point of use 
Trays expand for use as they rest in the bottom of the drawer 
st convenient posting height. No lifting of trays. 

Used beside any make bookkeeping machine with clearance 
for the machine's carriage. 


ag never leave the certified protection of this insulated 
ile. 


File may be easily rolled on its ball bearing casters. SPECI- 
FICATIONS: Inside drawer dimensions: width 18%”; Height 
13%"; Clear filing depth 27” — Outside dimensions: Height 


on pedestal 284”; Width 2234”; Depth 31”. 
Write for complete information and prices 


Midwestern Manufacturing Corp. 


Indianapolis 4, indiana 


ahaq| automatic electric eraser 


good profit maker with a wide market 





Get your share of the profitable electric eraser business. 
Sell the fully automatic Barber-Colman electric eraser 
with exclusive self-starting feature. Just pick it up and 
start erasing. Quickly, smoothly erases pencil, ink, type 

. fine lines or solid blocks. A valuable timesaver need- 
ed by engineers-draftsmen, architects, artists, business 
offices, schoois, studios. Carefully balanced palm- 
fit for effortless erasing. Quiet, efficient, trouble- 
free 115V, 60C a-c electric motor. Highly de- 
pendable . . . thousands in use. A good-profit, 
good-selling item for you. Accepted by Under- 
writers. Write now for prices and descriptive 
folder. 


Barber-Colman Company 


Dept. O, 1245 Rock St., ROCKFORD, ILL. 
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NEW/ 











(Colonial TWIST SLIMS 


A brand new candle with a continental flare. Overall a generous 
ten inch length, one-half inch diameter—in eight decorator colors. 


Packed six or twelve to a box. 
New holders can be used as a promotion with these candles. 


Finished in antique gold ’n white, they feature the new low scale 
treatment in design. 


TWIST SLIM COLORS: Red, Spruce, Pome, Light Green, White, 
Pink, Yellow and Sky Blue. 
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Colonial Candle (o. of Cape (od, Inc. 


HYANNIS, MASSACHUSETTS 
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Only SENECA “oven CO. INC. 
Makes 


Best Known Name 
Precision-matic Made 
Fastest Seller 


Only a name known to millions 
attracts maximum customers... 
sells ‘em faster. Only Senco’s 
precision-matic machines turn 
out the quality and variety that 
brings in maximum profits. 


MAKE 


Selling Rulers 
PAY 


Ask your nearby jobber for 
the profit-making Senco deal. 


Senco is the trade 

name of Seneca 

Novelty Co., Inc 

one of the world's 

leading ruler manufac- 

turers located in Seneca 
Falls, New York, 


SENECA NOVELTY CO., INC. e 52 MILLER STREET @ SENECA FALLS, N.Y. 
ae / 
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SELL ART SUPPLIES! 


AMERICA’S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 
try’s largest stock of all im- 
portant art supply lines. 


Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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Optically ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in af 
scarlet and grey box. 
No. 735/10 
GROUP 
CONTAINS 
2-214" Readers 
2-3” Readers Li 2.25 ea. 
2-312" Readers -75 ea. 
2-4" Readers ° ea. 
2-414" Readers 
TOTAL RESALE 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 


135 MONROE STREET NEWARK 5, N. J 
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TESTRITE INSTRUMENT CO. 


| 
| 
| 
| 
| 





NEW PRODUCTS....... 


Duplicator 


Ditto, Inc., has added a. 
14-inch model to its D.79 
duplicator line. The new ms 
which takes paper from 3” 
up to 14” by 14”, is the 
this series which includes 
inch electric and an 18-inch 
operated model in a oo 
sand grey and green colog, 
D-70 line of direct (li 
spirit) process machines 
new engineering features for increased versatility; 
button intermittent paper feed, fully adjustable feeding 
receiving trays adjustable side guides and feeder 
visual liquid level, and liquid control levers calibr 
paper sizes. The machines have a top speed of two ¢ 
second, and can handle 500 sheets at one time. 


Embosser 


A new development in seal em- 
bossers for use on documents, cer- 
tificates, legal papers and diplomas 
is offered by Art Novelty Manu- 
facturing! Co. The Art Portable 
Electraseal, Model D1, has been 
designed for high speed seal em- 
bossing by architects, art studios, 
banks, churches, corporations, en- 
gineers, hospitals, notaries, photog- 
raphers, schools and government 
agencies. A front control button —_ q 
assures speed and efficiency and permits exact positioning 
in the seal throat before the permanent seal impression is made 
on the document. Speeds up to 3,600 impressions per hour can 
be obtained. The die-holders can be changed in approximately 
15 seconds by the operator. 


Moistener 5) 

An all purpose moistener aill- 

ed “Handiboy” is now packed 

in individual poly bags by A 

C. Hummel Co. to retail for 

49 cents. The sponge moistener 

extends down through the lid 

to make contact with water is 

a clear plastic well which & 

4%" jin diameter and 15," 

high. One filling provides enough water for two weeks anda 

patented leak proof rim permits moving without spilling 
Shipping weight of a case of 72 units is 8 pounds. 


—_——_— 








ANOTHER 
EXCLUSIVE 
FEATURE OF 


BOSTON 
CHAMPION 


portable sharpener 


& Orders of $100 net or more 
i earn FREE delivery! You 
| choice of colors: Green 
Blue, Sandtone, Gray. Write for 
information today, Dept. J 


C. HOWARD HUNT PEN CO., CAMDEN 1, 4. , 
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ARE YOU “WAITING ON”’ 























There’s a difference between “waiting on’ customers 
and “selling to” them. It shows up in sales—whether 
the Summer is slower than usual, whether minor 
recessions become major ones. 


You can always tell the store with a staff of salesmen. 
It has a busy, optimistic atmosphere—sales people 
know their merchandise, point out its features, and 
advise you on its merits, or better ways of doing 
things. 

The greatest help to this kind of business is knowl- 
edge of stock. When every man knows thoroughly 
the lines carried, and has studied the manufacturers’ 
catalogs, when he knows what, why and how, he 
develops enthusiasm which strikes a spark in the 
customer. 


This is why we hope every Acco dealer and his sales 
force will get to know the Acco catalog. If you know 
the line—really know it—you can’t help but build 
your volume, your number of customers, and your 


profits! 



























OR “SELLING TO?”’ 














ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 








ACCOBIND FOLDER for 
Legal Records: Plain tabbed 
or metal tabbed. Has ex- 
panding red rope pocket 
for holding records associ- 
ated with bound contents. 
“E’’ type Acco Fasteners 
with Slideway. Very con- 
venient for lawyers, mort- 
gage and loan firms, etc. 


ACCOPRESS BINDERS in 
larger sizes especially val- 
vable for list sheets. Plain 
or tabbed. Genuine press- 
board stands wear and 
tear for years. Capacities 
from 1” to 6”. Choice of 5 
colors. May be used for 
temporary or permanent 
binding; also catalog 
covers, proof files, etc. 


SEE YOUR CATALOG 
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USE 
common 


SENSE 


to put 
more 


CENTS 


wn the 
register! 


Wes 


It’s good business to sell a quality product at a 
right price. But its better business to sell a 
product that gives your customer more for the 
money. For instance, VERNON products have 
many extras built in that make selling easy. 

Look over the VERNON Line. You'll see many 
new additions with built in customer appeal. 
Remember VERNON is one of the oldest quality 
lines with the latest in packaging, self-service 
displays, sound consumer merchandising 
techniques and wide consumer acceptance. 


THE LINE WITH PLUS VALUE FEATURES! 


% Ring Binders: All types—stiff, flexible and popular 
virgin Vinyl. 

% Easyrite Wire Bound Composition Books: The latest 
in design. 

%* Marble covered Composition Books: Still a most pop- 
ular seller. 

%* Fillers and indexes: All styles and the newest in 
packaging. 

%* Memo Books, Address Books, popular priced Account 
Books and hundreds of other profit-building products. 




















ee 


WHOLESALE STATIONERS’ 
CONVENTION—ROOMS 1021-2 
Hotel New Yorker «© March 2 sand | 











R 
rate APE S. E. & M. VERNON, INC. 


65 Duane Street, New York 7, New York 





a 
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NEW PRICES 2.2505. 


Coin Counter 


°° ¢ 6 om 


A new “Coin-Insert” 
Bellerose Co. « 
counting, inserting 
of coins. It do 
things with machine-like 
sion and retails for $1.29 
vidually boxed, complete With jp. 
structions. Patented angle \ — 
nels permit prepared men a 
wrappers to slide over the coin 
with ease and si: plicity — alte: 
which the ends can be folded, ready for stacking or deposit 
Each channel holds the number of coins required by banks — 
50 cents in pennies, $2 nickels, $5 dimes, and $19 quarters 
Markings indicate how many coins are in a channel, at any 
point along the way. 


Display Stand 


Make up to 42 percent profit 
from the air above your counters” 
is the slogan for the new Pixie 
‘Skyscraper’ display of Apsco 
Products, Inc. Instead of spread- 
ing out over valuable counter 
space, the Skyscraper goes up — 
and sells a complete stationery 
sundry department. The Pixie line 
of home pencil sharpeners, stap- 
lers, staples and staple and tack 
pullers is completely carded. 
Packaging is designed for impulse, 
sales. Each card can also be dis- 3 
played separately in bins, on shelves or other existing peg. 
board “wall skyscrapers”, if desired 


Phone Book Index Tabs 54 


he Bernay Products Co. has @ 

; " & 7 nounced a new product called 

2 Tele-Tabs, a set of 25 alphabetiz 
ed index tabs for use on telephon 
directories. Clear, easy to 
letters appear on both sides of 
tabs which are made of 
adhesive, easy to apply acetate 
set of Tele-Tabs retails for §& 


Combination Paper Cutter 5 
Up to 50 sheets of paper can 

be cut in one operation by “Kut- 

rimmer™”’ a combination paper cut- 

ter and trimmer introduced by 

Michael Lith Sales Corp. It was 

designed so that in addition to 

regular paper trimming uses 

board and heavy paper — quanti- 

ties of paper could be cut at 

one time. A unique hand clamp insures precision cuttifigy 

novelty stocks like photos and photo negatives, carbom 

per, foils, rubber, felt, thin plywood, linoleum, leather, 

and thin soft metal. The “Kutrimmer” has a measuring 

for multiple cuts, a front gauge with paper support 

convenient cutting of single sheets and a hand clamp which 

be swung aside in seconds when necessary for special cu 

Its knife is of high quality steel tempered to give the 

cutting efficiency. “Kutrimmer’” is available in three sizes 

largest of which also comes as a treadle-operated floor 

complete with stand. 


78 MODERN STATIONER, MARCH, 1997 








THE OPEN DRAWER... 
TO COMPLETE STATIONERY NEEDS! 


quarters 
I, at any 


53 
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“HIDDEN HELIX” 

















@ Exclusive Hidden Helix* 

@ Mammoth ink supply 
@ Top-action mechanism 
*@ Luxurious Styling 

@ Sparkling chrome cap 


@ Barrels.in rich, solid 
tones of Black, Blue, 
Green, Maroon 


RETRACTABLE PEN #874 


@ Push button mechanism” 
@ Six brilliant barrel cdlors 





2 doz. card #87824 
3 doz. Canteen #87B-C ~ 


*U. S. Patent #2,775,956 
‘1 doz. display’ #15-12-5 








y 3 = 
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WEwW POUUICIS 2.0264. 


Office Pens 

Two marked difterences are Said 
distinguish Mastercraft Pep Con 
pany’s Duo-Scribe Office Pens, Th 


first is a mew concept in Office 
construction made possible by a 
cial acid-proof vinyl plastic. This 
material enabled designers to elimin 


ate the conventiona 


ven brass filler an 
create a built-in full-length ink reser 
voir right in the plastic barrel. Secon; 
is Duo-Scribe’s new-formula 





re : colors, with reproducible blye * 
black for office copying machine use. Laboratory tests . 
dicate an average Duo-Scribe write-out of 12 miles vit 
heavy or signature point, and up to 16 actual miles with the 
extra-fine posting point. Retailers are offered 4-dozen-sire 
acetate drum assortments of extra fine and heavy points y 
19 cents with caps and clips, or of fine and medium Points 
with caps and clips at 39 cents. Both assortments contgis 
four ink and barrel colors. For the commercial buyer, the 
pens are packaged in dozens without caps or clips to self 
at 39 cents and 29 cents. 





Office Machine Stand Ly] 


The most recent addition to 
the Luxco line of typewriter and \ 
business machine stands is the 
Model B410, said to be the only 
stand on the market today that 
combines three outstanding fea- 
tures — an elevating device, a 
drawer, and a “popular” price of 
$19.95. Drop leaves are controlled 
by full piano hinge and spring- 
loaded support arm. Soft rubber, 
large diameter casters and plastic feet will not mar floor 
and will assure firm fixed position and smooth, silent portabil 
ity. 





School Supplies 58 


To cash in on the big presol 
Steve Canyon audience of consumers 
the Western Tablet & Stationery 
Corp. announced its new line of 
HyTone Steve Canyon items, includ 
ing spiral note book, spiral con 
position book, spiral theme book 
clips-and-snips scrapbook, zipper bin 
der, and autograph book, especial! 
timed for second semester school sup 
plies sales. Steve Canyon, created 
, cartoonist Milton Caniff, is the fh 
ing hero of a daily comic strip and a weekly television shov 





(eee 





Receipt Book 

The latest item in the Kamket 
line is the Duplicate Receiving 
Record book consisting of 150 
duplicate receiving coupons. The 
original coupon is attached to the 
invoice giving a complete record 
in the accounting department and 
the receiving department keeps the 
duplicate in the book. Page size 
is 8," by 11” and the coupon ; 
354" x 734". The original copy is perforated two ways fs 


easy tear out. Wire binding permits folding front cover back 
and gives a flat writing surface. 
80 MODERN STATIONER, MARCH, 199% 
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filler ané 
i. peeeeeeeeeeeces 
he Hore Sign Language © 

@ In your December edition the article 
blue ani Sign Language Spoken Here” might well 
—* we included some of the wording on 
les Whe vehicle. Shortly after the birth of 
With the ; daughter Joanne, two years old Jan- 
Jozen-sine 


*@ 19, I thought it only proper that the 


nf »blic in the Greater Boston area learn 
% Points Hs our blessed event. The lettering on 

Contain. sides of the truck was changed to 
uyer, the Mt by the addition of two words from 
S to sli®. «. 


sho Stationery Company to Elco Stationery 
npany and Daughter. People have got 
ch a kick out of seeing it that it remains 
this day. 

The current truck which I now have on 
t¢ toad also includes the following word- 
on the rear: 

OFFICEally YOURS 

ELCO STATIONERY COMPANY 
Jam sure that your subscribers through- 
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59 Designed to take these 
clips will hold memos, menus, etc. erect, 
convenient and accessible. Many are used 
# telephones to hold and organize notes 

reminders. Memo clips are carefully 
Manufactured and have a brightly nickel 

d base 2 1/4” in diameter with a 
tlasping arm 2-13/16" high, made from 
high quality tempered and polished stain- 
less steel. Memo clips are packed 12 
pieces to a box. 
Write now for prices. 


delivery. 


LD. Van Valkenburg Co. 


HOLYOKE, MASS. 
Est. 1896 


very little space, 








immediate 





cover back Service 
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out the USA and abroad will get a chuckle 


out of this “news flash.’’ 
ELLIOTT COWAN 
Elco Stationery Co. 


Winthrop, Mass. 


School Board Competition 

@ For many years, we have been leaders 
in fighting for a square deal from the 
Board of Education. As tax exempt public 
schools, 


they are now engaged in the 
business of supplying students with all 
types of school supplies, autograph al- 


bums, year books, etc. 

All this is done, assumedly, on a co- 
op basis, and supposedly non-profit  set- 
up. Actually, there is a profit derived, and 
the various student organizations should 
derive the benefit. In practice, this does 
not work out that way, and a few in- 
dividuals profit from the sale. It is my 
contention that schools should not be per- 
mitted to compete with the tax-paying 
retailers that in effect support them. 

I should like to hear from other sta- 
tioners who would also wish to help stop 
this unfair practice. 

Jack E. Marks 

The Marks Brothers 
928 East 163rd Street 
Bronx 59, N. Y. 


Done With Mirrors 


@ I'm overcome by curiosity about how 
the cover picture on January's MODERN 
STATIONER was made. Can't you enlighten 
your readers? 

LANDON WILLS 
Calhoun, Ky 


(The 


subject 


uias 

seated at a table be- 
fween lwo mirrors. 
After that, it was 
matter Oo} jug- 


a 4 
gling lights, mirrors 
and camera angle.) 


‘Very Timely’ 


@ I would appreciate you sending me 


10 copies of your January issue 
article “The Office in the Home’ 
timely, as I am having a 
broadcasts directed to the 
magazine 


Your 
is very 
radio 
your 


series of 
article in 


I find your magazine one of the finest 
publications that come to my desk, and I 
read each and every article that is written 
in MODERN STATIONER AND OFFICE 
EQUIPMENT DEALER 

Mrs. G. M. Raper, President 
Rader Office Equipment Co. 
2416 Farnam St 

Omaha 2, Nebraska 

(Another Midwest reader borrowed one 
of the pictures article jor use 
in "before and after’ advertising.) 


from the 


8] 











HOWARD 
PERSONAL 
IMPRINT 
EQUIPMENT 


PROMOTES GIFT SALES OF: 


Xmas Cards — Book Matches — Writing 
Papers — Lead Pencils — Paper Napkins 
— leather Goods — Playing Cards — 
Gift Items — Fountain Pens. , 












Write 
for 
details! 








Howard Stamping 


Machine Co. 


4445 W. Belmont Chicago, Ill. 
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Always Something NEW 
Children’s Educational Games 29c 
Ed-U-Cards Mfg. Corp. 


13-05 44th Ave, 








Long Island City 1 
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Fair Trade, Continued 

@ I, of course, can take no exception 
to Dr. Griffith's opinion, because he has 
a perfect right to express himself. 
However, in your comment, I think you 


have omitted one very important thing, 
and that is there is nothing compulsory 
about “Fair Trade.’ Under any law or 


proposed law that I have ever seen, no 
manufacturer will be required to ‘‘Fair 
Trade” his articles. It is done entirely at 
his option. 

The same applies to the retailer. If he 
does not want to handle the item of a 
manufacturer that is Fair Traded, he is 
not obliged to do so. For that reason I 
can see no compulsion in Fair Trade, and 
I think that should be brought out more 
clearly than you have done 

SIDNEY BUTTERFIELD 
Smith & Butterfield 
305-307 Main St 
Evansville 2, Indiana 


@ We are enclosing a statement on the 
subject which our Executive Committee 
approved in full last May. 

“. . . Today, the disastrous consequences 
to small business by the abandonment of 
resale price maintenance can only be avert- 


ed by a federal law that will operate 


in 48 states, curbing unfair competition of 
jungle price warfare in the market place 
Our industry should support the passage 
of this bill. Many trade associations have 






| ES SS a ttn ae 


“The bill is designed to equalize rights 
in the distribution of identified merchan- 


dise and to protect small business men 
from the jungle pricing tactics of mer- 
chants with superior dollar power The 
manufacturer's establishing price on_ his 


trademarked product would become bind- 
ing through notice to his distributors... 


“The bill would permit manufacturers 
and wholesalers of identical products in 
free and open competition to maintain 


which are ade- 
efforts of 


upon their products prices 
quate to enlist the active 
tributors, at all necessary or 


dis- 


appropriate 


stages of distribution, and which are low 
enough to compete effectively with other 
goods adapted to serve the same needs 


of the ultimate consumer 
“Until the passage of this bill, we be- 
that manufacturers 
to advertise suggested retail prices and to 
sell their products through full-line, year 
round wholesalers whose salesmen periodi- 
cally call on all reputable retail stores in 
their respective territories.”’ 
DoNALD S. FREY 
Secretary-Treasurer 
Wholesale Stationers Assn. 


lieve should continue 


@ How does one spell “Fair Trade?” 
With capital letters? Or is it lower case? 
As picayune as this may sound, it perhaps 
carries the key to much confusion and 
disagreement, the latter being pointed out 
article “Pros 


so provocatively in your 


Vat 


our all-purpose assortment. 


and Cons of 

When cap 
codified ver 
Trade Acts. 
abstract; it 1 





Fair Trad 
italized, | 
sion as Stated 
Spelled ‘‘f 


neans the concept or 


trading fairly. 


Most any 
unhesitating] 
that’s where 


at Parker are morally, b 


retailer o1 
y acclaim 
semantics 


Tair 


( February issue) 
Trade means ti 

iN state Fy; 
rade” it's mon 


nanufacturer y 





yential sales 
wring and en 
he same, 1 

eotect dealer 






sytation for 
me, and ou 
adicate that 


force Fair 1 


ethics of 


trade” bur While we 
gins to bind, W. 
lily and financis 


ahods, We 


te violators 


ly involved in 60th interpretations, Bu W pker will 
most importantly, we ve tried to bad ale throu, 
up Our cONnvICctiONs With positive action workable 
From a “fair trade standpoint, we and 
have long adhered to quid pro gy ods 
policy That is, something for something These are 
a fair profit for quality received, This ade” steps 
philosophy is based SOME overused Mijieve in t 
but under-developed merchandising words ade 
like “service,” ‘“‘confidence” and “quality Prof Griff 


This idea of “fair trade 


1S age-old, dating 


at all this 


back to the market place in Jerusalem, and i therefor 
is too often forgotten today in the scum Bim it's a 
for a quick profit. a = 3 ch 


From a 


in those 
meant 


put them on your counter on their own display rack and 
see how they sell themselves when they're really on their ¢ 


The rack holds 20 designs, saves space and selling time, 
courages multiple sales. Select your own designs, or ¢ 


“Fair Trade 


states with 


Captions for every possible occasion, ranging from formal ft 
casual, from general to special -- announcements, thank yot 
invitations for every kind of get-together -- and 34 new ones 
add zest to an already colorful variety. 


R120: 6 each of 20 designs -- with rack, 38.95 © 
R121: 12 each of 20 designs -- with rack, 72.00 


EC ret Smit INC. 


32 East Union Street, Pasadena, California 
ISI9A Merchandise Mart, Chicago, Iilinois 


also at ali major Gift and Stationery Shows 


Empire State Building 
New York |, N.Y. 
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standpoint, Parker 
has provided more than mere lip service 
We lifted ourselves above much of th 
legal entanglements of Fair Trade by tuk 
ing some pretty dramatic legal steps. 
Back in September, 1956, Parker literally 
threw out all its dealer listings. Slowly 
methodically, we signed dealers to a fran. 
chise agreement which was ideally effective 
Fair Trade laws, It 
reducing our distribution, losing 


nance and 
Parker caf 
fixed only 
€ enjoyed 
mall-point Ff 
ws via mark 
erence eve 
profit v 


nproved tl 
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™COnPoRATED 





veatial sales, and new costs in adminis- 
sing and enforcing the agreement. Just 
ri was done. It was done to 
profits and preserve the 
juality associated with our 
results with the franchise 
a practical method to 


he same, it 

tect dealer 
eputation for 
ume and our 
adicate that it 1S 
ajorce Fair 1 rade. 
While we would rigorous 
anods. we have not hesitated to prose- 
+e violators of our Fair Trade rights 
continue to support Fair 
through our franchise, as long 
and dealer support ex- 
those last three 


prefer less 


oarker will 
rade 
. workable laws 
and underline 
sords. 
These are all strong, 
ade” steps. They are 
inherent 


undeniable ‘Fair 
taken because we 
lieve in the need for ‘“‘fair 
nade 

Prof. Griffin, I presume, would submit 
wt all this was still price maintenance, 
oi therefore in restraint of trade. Per- 
aps it's a case of semantics again, but 
ere is a chance that he uses price main- 
ance and price fixing synonymously. 
Parker can't fix prices. Our prices are 
fixed” only by the consumer. For years 
e enjoyed excellent sales with a $2.95 
wll-point pen, but the consumer told 
ws via market surveys that we would ex- 


erience even greater sales and more over- 
a $1.95 product. So, we 
product and 


| profit with 


mproved the 


a long time, too. 


boosting line. 


lowered the 


CARBON PAPERS 
and TYPEWRITER RIBBONS 


Wtite 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 

Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 


Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 


“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 


price; Our surveys were 
tention has 
our line, too 
Fair competition the 
our economy 


right. This con- 
applied to other products in 
keystone of 
is what the producer, the 
distributor and ultimately the consumer 
will benefit by. Producers must be fairly 
compensated for their role in increasing 
the value of raw materials. Distributors 
must be provided with an adequate prod- 
uct at a fair price, to which they can 
add ethical markup and yet remain com- 
petitive in the market. Consumers, who 
rightfully demand product quality, utility 
and service, must be supplied at fair and 
honest prices 

Parker seeks no privileged protection, 
but we hold there is a need for balance 
in commerce as in every-day life. Such 
balance is tipped dramatically when price- 
cutters use seemingly insignificant prac- 
tices such as bait and leader pricing. 

While we 


must utilize laws and codes 


to help implement our economic system, 
it would be well to begin or return, 
if you will to some basic practices 
of ethics. 

Economically, ‘fair trade’’ is needed, 
and one of the very best ways to achieve 
it is through Fair Trade 

GEORGE PARKER 


Director of Domestic Sales 
The Parker Pen Co. 
Janesville, Wis. 
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420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 
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NEW 





SALES 
MANAGER 


WANTED BY 


WEST COAST 
GREETING CARD PUBLISHER 


Important position with exceptional growth 


potential for a dynamic, aggressive, volume- 


minded man with these qualifications: 


AGE: Late 20’s, 30’s or early 40's 


PERSONAL QUALITIES: Self-starter, dili- 
gent, affable personality with a willing- 
ness to extend himself to assume a 
major part in company growth 


EXPERIENCE: Solid basic sales exper- 
ience with broad knowledge of retail 
markets. Capable of developing new 
marketing activities, promotions and 
expanded sales. 

SALARY: Open. 


Our personnel have been advised of this 
ad. All correspondence held confidential 


Submit complete resume, including past 
earning records to Box 222, MODERN 
STATIONER & OFFICE EQUIPMENT 


DEALER, 405 East Superior Street, Duluth 


2, Minnesota. 
















4 | hi ‘ ‘ 
moving | | seller.” It baie fast, 


Fast- | This all-purpose 


automatic numbering 
‘best 


earns more profits for 


| laley °.° ° 
ee 
maker | 


all general office 
numbering. 


& CO., Incorporated 
Nichols Ave 
ne n 8 N ' 


e CHICAGO e SAN FRANCISCO « MONTREAL 
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Week. 


Feb. 23-28 — Pencil 


Feb. 22-27 — New York Gift Show 
Hotel New Yorker, Trade Show, 
Building. 

March 2-4 — WSA School & Art Sup 


plies, Stationer & Sundries Show, for 
wholesalers, Hotel New Yorker, New 
York. 

March 8-12 — Boston Gift Show, Hotel 
Statler and First Corp. Cadet Armory 

Merch 15-18 — Philadelphia Gift Show, 
Hotel Benjamin Franklin. 

March 20-23 — Offureps Eastern Office 
Furniture Show, New York Trade Show 
Building. 

March 29 — Easter Sunday. 

April 17-18 —  NSOEA District 5, 
French Lick Sheraton Hotel, French 
Lick, Ind. 

April 20-21 — NSOEA District 9, Stat- 
ler-Hilton, Dallas, Texas. 

April 27-28 — NSOEA District 8, Mueh- 
lebach Hotel, Kansas City, Mo 

May 1-4 — National Office Furniture 
Assn. Convention-Exhibit, Miami Beach, 
Fla. 

May 2-5 — National Art Materials Trade 


Assn. convention and show, Statler 
Hotel, New York City. 
May 8-9 — NSOEA District 4, Ameri- 


cana Hotel, Miami Beach, Fla. 
May 10 — Mother's Day. 


May 15-16 — NSOEA District 10, West 
ern-Skies Motel, Albuquerque, N. M 


May 17-22 — New York Stationery 
Show, Hotel New Yorker. 
May 18-19 — NSOEA District 14, Des- 


ert Inn, Las Vegas, Nev. 


May 22-23 — NSOEA District 11, Olym 
pic Hotel, Seattle, Wash. 





CLASSIFIED 
ADVERTISEMENTS 


Deadline for classified advertisements 
is the fifteenth of the 2nd month pre- 
ceding the month in which the magazine 
is issued. RATES: 25c a word. Minimum 
Order: $5.00. Names and address are to 
be included in the count. Initials or sets 
of figures are to be counted as one word. 








SALESMEN WANTED 





Manufacturer of popular line of sta- 
tionery leather goods with proven sales 
success seeks salesmen now calling upon 
department and better stores who desire 
additional line. Territories now open: 
Southwest, Michigan, Ohio, Pennsylvania, 
Upper New York State and New Jersey. 
State references and give background. 
Write at once to Home ather Products, 
23 East 2lst Street, New York 10, a 

-59 


Wanted — Manufacturer's representative 
for top line of promotional boxed greet- 
ing cards. Everyday and Christmas boxes 
now nationally promoted in many of 
the largest department stores. Big re- 
orders all year round. Commission basis. 
State exact territory covered. Box 220, 
MODERN STATIONER AND OFFICE 
FQUIPMENT DEALER, 405 East Superior 
treet, Duluth 2, Minnesota 3-59 


AGENTS-DEALERS WANTED 
RUBBER STAMPS, made to order, 50 
discount. — type chart and inf 
Universal Rubber Stamp Co., 4718 18t 
Ave., Brooklyn 4, N. Y. 


SALESMEN WANTED 
Calling on retail trade, toy shops, book 
and stationery stores, etc. Established 
line of Quality Jigsaw Picture Puzzles. 
Territories available: West Coast, South- 
west, New England. Write full details 
to: Box 221, MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER, 405 
East Superior Street, Duluth 2, Minne- 
sota. 3-59 


Territories now open on new “Triani”’ 
card game for representation. Excellent 
opportunity to present stationers with 
something really new; a game worthy of 


feature promotion ees in any adult 
game section. L.J.S. Sales and Mfg. Co., 
403 East Fourth St., Greenville, Ohio. 

3-59 


SALESMAN 


FULL TIME 
With acquaintance and folio 
commercial and wholesale at 
drug, tobacco, candy, notion and 


jobber trade in Pennsylvani 
land. Liberal draw. Large volute 
sold in territory. Well established 
growing company mianufacturi 
pandable line. Tremendous 
Must be energetic and ambitious 


excellent references. Submit 
resume. Replies held confidential. 
Rite Pen, Inc., 241 Hudson 


Hackensack, New Jersey 
























Publisher of humorous line 


of all 


occasion, studio greeting ca 

available territories in ‘a — 
gram. Excellent opportunity for Sales 
personnel arrine allied lines, Daisy 
Card Co., 3 lympia Blvd., Paramys 
N. J. 3-59 





| 


LINES WANTED 








Manufacturer's representative desires 
items. Variety chains, super 
rack jobbers. Metro New York 


Northern New Jersey, Box 219, MODERS 
STATIONER AND OFFICE EQ 





DEALER, 405 East Superior 
Duluth 2, Minnesota. - = 
FOR SALE 





OFFICE FURNITURE STORE, $2000 
to $300,000 Yearly Volume ... 
Los Angeles Location . . . Owner 

a . GOOD FOLLOWING .. . Can 
Purchased for Inventory 
._. . Box 217, MODERN STATI 
AND OFFICE EQUIPMENT DEALER 
405 East Superior Street, 
Minnesota. 


EVERSHARP & AUTOPOINT LEADS 


$4.80 per gross tubes, 25 gross lots 
$5.40 per gross tubes, 10 gross lots 
$ tubes, 5 gross lots 


5.75 Ber gross 
amples mailed on request 
MORRIS BROKERAGE CO. 

1635 W. Fulton St. 
Chicago 12, Illinois 


Greeting card fixtures, 20 modern 4 ft 
racks and bases, solid blond birch, made 
by Gibson, like new. Sell all or , 
cheap. Ludtke’s, 228 Brady St., we 


port, Iowa. 59 




























” NOTCHING 
PUNCH 











PUNCHES 


FOR 
EVERY 
PURPOSE 








TALLY PUNCH — 


Tally Punch — Registers number of punchings 
99,999. Punches 1/8”, 3/16” or 1/4” round holes 
also special designs. Same counter available ia 
Nos. 2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Comm 









Nos. 17, 33—Notches cards, sheets, etc. § 
17 dies not over 1/4” wide, 5/16” deep; 
33. not over 1/2” deep. 
No. 2—For 1/8-1/4” 


No. 3, 1-1/2” reach & No, 12, 2” reach, 
style as No. 2. All will take special dies. 


round holes; 11 








- -'= for more details circle 135 on last pag? 





MODERN STATIONER, MARCH, 1959 




















forber-Col m 
poge 75. 

fee Paper | 
= page 50 
brown, Arth 
= poge 7¢ 
buiman Co 
page 41, 





burroughs 
cash regist 
Colonial Ce 
— poge 75 
7 Control Sy 
clator Div 


Ceaftint Mf 
der — pr 
















Reese 
ee Fehe 


E Sys 
cial, 


P| 





RTISED PRODUCTS 


jeco Products, Inc. — Filing supplies — 


page 77. 
jene Shear Co., The — Shear Merch- 







Peer 
ry 
F355. 






Paramus ff wives — page 42. 
= jédoX, Inc, — Adding machine — page 
it 
figner, G. J., Co. — Index Tabbing — 
poge 73. 
LT 


files, &. C., Business Machines, Inc. — 


mane pdding machine — page 58. 
Moreen illen, &. C., Business Machines, Inc. — 
1 _ 59 
MENT lpewriter — page 
sr jin & Co., Inc. — Drawing, drafting 
applies — page 56. 
————. B Anco Wood Specialties, Inc. — Easels 
— page 18. 
— Byingler's Co. — Briefcase — page 74. 
$200,000 Mi Avtopoint, Div. of Cory Corp. — New 
6 Te pencil — page 43. 
‘uck, = farber-Colman Co. — Electric eraser — 
\ TIONER page 75. 
uluth 2 glee Paper Co., Inc. — Drafting papers 
= poge 50. 
__. Bilkown, Arthur, & Bro. — Artists’ materials 
— page 76. 
EADS 


Wiman Corp. — Store equipment — 
ross lots § page 41. 


rose iok Ptemoughs Corp. — Adding machines, 
st cath registers — page 20 
Colonial Candle Co. — Candles, holders 
— page 75. 
—_——— Hi Control Systems, Inc., Plus Diehl Cal- 
F wiator Div. — Calculators — page 56. 
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119 Dallas Gift Show — Show — page 45. 

120 Dixon, The Joseph, Crucible Co. — 
Pencils — 3rd cover. 

121 Eagle Pencil Co. — Pencils — page 
51. 

122 Eaton Paper Corp. — Writing papers — 
page 10. 

123 Ed-U-Cards Mfg. Corp. — Games — 
page 81. 

124 Ever Ready Calendar Mfg. Co. — Label 
inserts — page 57 

125 Faber, Eberhard, Pencil Co. — Desk pen 
— page 16. 

126 Freund-Mayer Co., Inc. — Paper party 
accessories — page 39. 

128 Gibson Art Co. — Greeting card display 
— page 71. 

129 Gibson, C. R., and Co. — Teen age 
books — page 8. 

130 Globe-Wernicke Co. — Office chairs — 
page 13. 

131 Hamilton Cosco, Inc. — Secretarial chair 
— 4th cover. 

132 Harrison Home Products Corp. — Ad- 
ding Machines — page 6. 

133 Heines Publishing Co., Inc. — Card 
game — page 75. 

134 Higgins Ink Co., Inc. — India ink — 
page 73. 

135 Hoggson & Pettis Mfg. Co., The — Ticket 
punches — page 84, 

136 Howard Stamping Machine Co. — Im- 
printing Equipment — page 81. 

137 Hunt, C. Howard, Pen Co. 
sharpener — page 76. 
138 International Paper Co. — Bond paper 

— page 4. 


— Pencil 
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is provided for your convenience. To obtain additional information on new prod- 
We Inerature and advertised products in this issue, simply circle the corr 
on the perforated card below, fill in your name, business address and mail the card. 


139 Ketcham & McDougall, Inc. — Roll memo 
— page 73. 


140 Leedall Products Mfg. Co. — Typewriter 
ribbon — page 70. 

141 LePage’s — Adhesive line — page 55. 

142 Listo Pencil Corp. — Marking pencil — 
page 44 

143 Melind, Louis, Co. — Signature stamps 
— page 54 

144 Merriam, G. & C., Co. — Dictionary — 
page 53. 


145 Midwestern Mfg. Corp. — Ledger file 
— page 75. 


146 Minnesota Mining & Mfg. Co. — Plastic 
tape — page 73. 

147 Nashua Corp. — Paper party accessories 
— page 65. 

148 Northern States Envelope Co. — Bank- 
ing envelope — page 68. 

149 Olivetti Corp. of America — Portable 
typewriter — page 49. 

150 Regency Thermographers — Heliograving 
— page 46, 

151 Reyburn Mfg. Co., Inc., The — Tags, 
labels — page 52. 

152 Reynolds Decorative Foil Div. — Gift 
wraps — page 19. 

153 Roberts, Weldon, Rubber Co. — Erasers 
— page 60. 

154 Royal Register Co. — Register forms — 
page 54 

155 Scripto, inc. — Ball pens — page 17. 

156 Seneca Novelty Co., Inc. 
page 76. 

157 Shachihata Industrial Co., Lid. — Stamp 
pads, marking pen — page 772. 

(Continued on other side) 
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New Products: 1 3 
MW 12 13 14 15 
23 24 25 26 27 
35 36 37 38 39 
47 48 49 50 51 
59 

Advertised Products: 101 102 
109 110 111 112 
119 120 121 122 
129 130 131 132 
139 140 141 142 
149 150 151 152 
159 160 161 162 
169 170 171 172 


Note: Inquiries for items 


16 
28 
40 
52 


103 
113 
123 
133 
143 
153 
163 
173 


6 8 9 
17 18 19 20 21 
29 30 31 32 33 
4) 42 43 44 45 
53 34 55 56 57 
104 105 106 107 
114 115 116 117 
124 125 126 127 
134 135 136 137 
144 145 146 147 
154 155 156 157 
164 165 166 167 
174 175 


listed not serviced after 3 months from date of issue. 


22 


58 


108 
118 
128 
138 
148 
158 
168 





This page is provided for your convenience. To obtain additional information on new prod- A 
ucts, trade literature and advertised products in this issue, simply circle the corresponding 
number on the perforated card below, fill in your name, business address and mall the card. 


ADVERTISED PRODUCTS 


(Continued from other side) 

158 Smith, The S. K., Co. — Albums, acces- 
sories — page 48. 

159 Testrite Instrument Co., Inc. — Magni- 
fiers — page 76. 

160 Van Valkenburg, t. D., Co. — Memo 
clip — page 81. 

161 Venus Pen & Pencil Corp. — Ball pencil 
— page 63 

163 White & Wyckoff Mfg. 
note cards — page 47. 

164 Wholesale Stationers’ Ass'n. — Whole- 
sale Stationers — page 69. 

165 World Publishing Co. — Dictionary — 
— page 61. 

166 Faber Castell Pencil Co. — Eraser stick 
— page 64. 

167 Kingsley Machine Co. — Monogramming 
machine — page 62. 

168 Vernon, S. E & M., Co. — Binders, 
blank books — page 78. 

169 General Gilbert Corp. — Adding ma- 
chine — 2nd cover. 

170 Little, Geo. F., Management, Inc. — 
Show — page 79. 

171 All-Rite Pen, Inc. — Pens — page 80. 

172 Smith, E. Errett, Inc. — Notes — page 
82. 


Co. — Social 


173 Write, Inc. — Carbon papers, ribbons 
— page 83. 


174 Force, Wm, A., & Co., Inc. — Numbering 
machine — page 83 


175 Baumgarten, Fred — Pencil sharpener, 
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NEW PRODUCTS 


Ball Point Pen 
Adding Machine 
Marking Pen 
lady's Pen 

Sand Urns 

Bible Dictionary 
Bridge Tallies 
Pocket Drawing Kit 
New Chair Design 
Painting Sets 
Caster Adapter 
Paper Cutter 
Storage Cabinet 
Telephone Tool 
Template Display Stand 
Self-sticking Label 
Pen-Pencil Set 
Steel Lockers 
Plastic Paper Clips 
Fiberglass Chairs 
Charting Tool 
Photocopy Process 
Intercom System 
Portfolio Display 
Combination Ruler 
Easelbinder 
Office Partitions 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., 





DULUTH, MINN. 
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TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 
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29 
30 
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Duplicator 

Scissors Merchandiser 
Cash Register 

Chess Set 

St. Patrick's Day Cards 
Writing Paper Promotion 
Electric Typewriter 

Card Display Fixture 
Telephone Mouthpiece 
Re-styled Reader 
Pen-Pencil Ballpoint Display 
labels 

Tape-Punching Registers 
Partition Channels 

Steel Chair 

Store Fixture 

Photocopy Machine 
Drapery Fabric 

Phone System 
Height-Slant Control Scriber 
Duplicator 

Embosser 

Moistener 

Coin Counter 

Display Stand 

Phone Book Index Tabs 
Combination Paper Cutter 
Office Pens 

Office Machine Stand 
School Supplies 

Receipt Book 
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Make 
it 
Black 


Dixon Ticonderogas write a black, 
black line, smoothly and easily 
They have a wonderfully comfort- 
able ‘‘feel’’ to them as they glide 
over the paper. No wonder Dixon 
Ticonderoga is the most famous 
name in pencils. Keep your sales 
figures well in the black by stock- 
ing and selling Dixon Ticonderoga 
pencils in all five degrees of 
smoothness. 


DI KO N 
TICONDEROGA 


Make it Color 


Dixon's complete new lines of color 
pencil assortments, in exclusive 
award-winning packages, are sure- 
fire hits with everyone. You're sure 
of top quality, top performance, 
top profits with these and all fine 
Dixon products. 


DIXON BEST No. 116 Studio Palette 
Assortment. 36 colors packaged in rich- 
looking, luggage tan easel display case. 


DIXON 


Pencil Sales Division TM-39 


The Joseph Dixon Crucible Co. 


Jersey City 3, New Jersey 
Dixon Pencil Co., Ltd., Newmarket, Canada 


- - - for more details circle 120 on page 85 





ob eee- al ME Clobesbdebalt-Rela-e sellable 


LO0500, secretarial chair 








@ This popular COSCO chair is a cram 


pleaser! Secretaries say nice thitm 
about its smart, trim styling and Com 





fort. The boss approves its quality Gam 
struction and lasting value... that@ 
COSCO's mass-production facilifiam 
could make possible. You like its voll 
Sales and extra profit good rease 


ully supported by the largest 
ad program in COSCO histo 


HAMILTON COSCO, INC. - COLUMBUS, INDI | 





18-TA, $49.95 18-T, $44.95 20-LA, $29.95 23-L, $15.95 COSCO also offers comparable values in 
($52.45 in Zone 2)* ($47.45 in Zone 2)* ($31.95 in Zone 2)* ($17.95 in Zone 2)* chairs, settees, sofas, tables 


*(Zone 2: Texas and 11 western states) 





